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Lively 2S a wale on the Moon 


Now tired feet say thank you to shoe companies 
for an unusual kind of sole called “closed-cell 
sponge”— made from some of the types of rubber 
which Shell Chemical manufactures. It’s so light 
you wonder if it’s there, so buoyant you bounce 
when standing still, and so long-wearing you 
forget the word “repair.” 

Secret of this livelier sole is a way of processing 
synthetic rubber that makes it light and spongy, 


but keeps it waterproof and tougher than a 
bride's first piecrust. 
y 7 
Other types of Shell Chemical synthetic rubber 
are used for tires and toys, for tiles and seat 
cushions, or any other product 
that needs this tough, bouncy 
contribution to the American 


scene. 


Shell Chemical Corporation 


Chemical Partner of Industry and Agriculture 
TORRANCE, CALIFORNIA 


For More Information Write No. 151 on Inquiry Card—Page 32 





‘ 
: . 


ae 
ape Bey os 
-dinbhes Gs 


ed. dere 


nit lowe eo "t 
ame 
& ae So ea iain 


You can tell 
the SiGiF man 


by his complete line of bearings! 


He has the most complete line of ball and roller For his own experience is backed by that of versa- 
bearings available — many thousands of sizes all ule application engineers and bearing designers. 
told! That's why he’s so dependable—comes Why not take advantage of his promptness 
through, time after time. and services today? You can’t find anyone with 

He can help you out with bearing service, too. a more complete product line. 7847 
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—_—_ YQ _ EVERY TYPE-EVERY USE 
okKF. 


SKF INDUSTRIES. INC.. PHILADELPHIA 32. PA 


Sphencal, Cylindrical, Ball and “Tyson Tapered Roller Bearings 
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surfaces? 


NATIONAL HTM CASTINGS 





NATIONAL ooo sic 


Established 1868 


Cleveland 6, Ohio 


are the answer 








Sleeve bearings and bushings 
are expensive at best. Often 
they’re unsatisfactory, too. May 
lead to service and lubrication 
problems. Frequently you can 
whip these problems at one fell 
swoop—by specifying HTM 
(Pearlitic Malleable) castings 
because of their excellent, 
non-seizing bearing properties. 

Other advantages of HTM castings are 
high ultimate strength . . . extreme wear 
resistance under heat and heavy loads 
at high speeds... air or liquid quenching 

. ability to be smooth-finished. 

So when you’re looking over the materials 
field, don’t overlook the advantages of 
HTM castings. For HTM metal can be cast 
by either the shell mold, COs, or green 
sand methods. This means production costs 
tumble . . . performance and saleability 
of your product go up. cainin 





Important Physical Properties 











Brinell 163 to 302* 
CASTINGS COMPANY "abdcne 48.000 to 85,000* 
| Ultimate, psi 70,000 to 110,000* 
"Elongation, % 7 to 2* 











*Depending upon grade 


B.EGoodrich/ 


& 


Koroseal goes around with a drip 
no other belt can stand 


A typical example of B.F. Goodrich product improvement 


i dee chemical coating sprayed inside 
those fluorescent tubes costs too 
much to waste a drop. A conveying 
system was installed to catch the drip- 
pings and carry them to a tank for reuse. 
But no ordinary conveyor belt could 
handle the job. This strong chemical 
would soak into the belt, soften 
the cover, rot the fabric. When a 
B.F.Goodrich distributor heard of the 
problem, he suggested a belt made of 
Koroseal flexible material. 


This B.F.Goodrich belt defies the 
stuff that ruins other belts—chemicals, 
grease, most acids, vegetable, animal 
or mineral oils, alkalies. The Koroseal 
cover is tough, resists abrasion, crack- 
ing, peeling, never gets soft or sticky. 
Its smooth, nonporous surface is easy 
to clean. And it can be vulcanized into 
a continuous belt, eliminating trouble- 
some fasteners, the weak spot in most 
belts. 

A Koroseal belt was installed as a 


moving drip pan under the fluorescent 
tubes. That was 2% years ago. It worked 
so successfully that today in this 
plant there are eight conveying sys- 
tems of this type, using B.F.Goodrich 
Koroseal belts. 

Your B.F.Goodrich distributor has 
the exact specifications for the Koroseal 
belt described here. And as a factory- 
trained specialist in rubber products, 
he can answer your questions about the 
many products B.F.Goodrich makes 
for industry. B.F.Goodrich Industrial 
Products Co., Dept. M-640, Akron 18, O 


Koroseal—T.2M. Reg. U. 8. Pat. Of 


BE G 00 drich industrial products 
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things you should know about 


WOLVERINE TUBE 


You know what they say—about change being the father of progress. 


Well, that’s the way it is at Wolverine Tube and we'd like to tell you about some of the 
new things going on at Wolverine. 


For example, Wolverine recently completed a multi-million dollar modernization program 
at its Detroit, Michigan plant. New machinery and new tube-making techniques have 
made this plant one of the most modern in North America. Wolverine also operates 
large, modern plants in Decatur, Alabama and London, Canada. 


There are new things afoot metalwise at Wolverine, too. In addition to copper and alu- 
minum, Wolverine Tube now works in such metals as Columbium, Molybdenum, Tanta- 
lum, Titanium, Vanadium and Zirconium, etc. It’s the result of an extensive research 
program started many years ago, and it gives Wolverine customers a big edge when they 
require an experienced tubing and fabrication source for these ‘‘metals of tomorrow.” 


Also, to insure top-flight sales service, Wolverine has expanded its nation-wide sales 
staff to include a number of highly trained Technical Sales Representatives. These men 
are specialists in all phases of tubing selection and application, particularly in the field of 
heat transfer. Their services are available at all times . . . you have only to ask. 


So ...if your company is looking for the finest of tubing and the finest of service, you'll 
find both at Wolverine Tube where improvement is a continuing program. 


SHES Come. She WOLVERINE TUBE 
UPRAN v N OIVIGION OF er" 
aie den Gases G3 CALUMET & HECLA, INC. 
es ent eee 17250 Southfield Road 


Allen Park, Michigan 


PLANTS IN DETROIT, MICHIGAN AND DECATUR, ALABAMA 
SALES OFFICES IN PRINCIPAL CITIES 
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ENTER THE GOODYEAR DISTRIBUTOR AND— 


$10 to *30 a day no longer slips away 


The sizing machine was a profit-eater at this big 
Southeastern tilemaker’s. For no matter what type 
feeder belt they tried, the oil-slick tiles would slip 
and slide. That meant some tiles stayed under the 
sizing wheel too long — sending $10 to $30 worth to 
the scrap heap every day. 

Then their Goodyear Distributor learned of the prob- 
lem. He consulted with the G.T.M.—Goodyear Tech- 
nical Man —then recommended a special oil-resistant 
version of the famed Wedge-Grip belting. 

And the result? The soft, flexible Wedge-Grip cover— 
in its unique, stepped-down, cross-cut design — keeps 


bat <i 


ss hee 
3 


j 


a firm grip on those slippery tiles at all times. That 
virtually ended the rejects. So the Wedge-Grip paid 
for itself in the first month of use —and its deep- 
etched design won’t wear smooth for years. 


That’s typical of the problem-solving suggestions you 
get—together with the top-quality industrial rubber 
products to make them pay off—when you check with 
your Goodyear Distributor and the G.T.M. You'll find 
his name under ‘‘Rubber Products”’ or ‘‘Rubber 
Goods” in the Yellow Pages of your phone book. Or 
write Goodyear, Industrial Products Division, Akron 
16, Ohio. 


| GOODYEAR INDUSTRIAL PRODUCTS 
Specified 


Wedge-Grip Conveyor Belting 


Sez 


A Soft, long-wearing cover in stepped-down, 
diamond-shaped design provides long-last- 
ing, superior gripping of smoothest objects 

B Siping 
proves grip and flexibility 


cross-cuts in cover design — im 


C Cross section of belt showing ‘‘step-down 


design of gripping ridges and fabric rein 
forcement 


GOODFYEAR 


THE GREATEST NAME IN RUBBER 
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P.A.’s Report 


on Steel 


Ed. Note: As this issue goes to press the steel 
strike is still very much in effect. The bitterness 
of the negotiations makes the possibility of a 
quick settlement highly unlikely. However, even 
if an unexpected settlement does develop, it is 
still important to know what shape industry's 
steel stocks are in. Reason: it will be at least a 
month before steel supply lines are back to 
normal, 


P a's ARE still taking the steel strike philo- 
sophically. The jitters haven’t set in yet, but if 
the strike lasts another three weeks, many major 
steel buyers will be fingering the panic button. 

Most companies have been able to take the six- 
week steel stoppage in stride because their steel 
buyers did a good job of beefing up inventories 
as a hedge against the shutdown. This is borne 
out in a special PurcHAsING Magazine survey of 
more than 1000 purchasing executives. The study 
shows that only 13% of the P.A.’s are in real 
trouble on steel stocks right now. Thirty-eight 
percent say they won’t feel the pinch for another 
six weeks, while 33% can meet normal production 
requirements for 10 more weeks. 
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Special Industry Report: 


@ How long will steel inventories last? 
@ Are P.A.'s overly optimistic? 9 
@ Do they want government to move in? 


There is a definite pozsibility however, that 
these forecasts will prove to be a bit too opti- 
mistic. If the strike continues, there will un- 
doub‘edly be a number of P.A.’s who will find 
that though their total steel inventory is sufficient, 
their stocks are out of balance. They will be heavy 
on certain types of steel and barrel-scraping for 
other kinds. 

Another consideration: as more companies are 
forced to shut down because of the steel shortage, 
orders to companies still in production will rise. 
This means that the manufacturers who do have 
steel will be using it at a faster rate than normal. 

Already there are signs of a slowup in supplier 
deliveries of fabricated steel products. Thirty 
percent of the P.A.’s surveyed report shipments 
are noticeably slower. 

Another symptom of the steel crisis is the 
emergence of what fringes on being a gray mar- 
ket. Thirty-one percent’ of the purchasing agents 
report an increase in “special deals, offers of 
rejects and irregular sizes, lower grade metal, 
and high-priced overstocks.” (Turn Page) 


How the Steel Crisis Affects P.A.'s 


Results of a survey of more than 1000 of the 
nation’s leading purchasing executives. 

1. 3% of the P.A.’s say their companies have 
been forced to stop production because they 
don’t have enough steel. 

2. Thirteen percent will be out of steel within 
two weeks. Thirty-eight percent have enough 
to last 6 weeks; 33% can operate normally for 
10 more weeks. 

3. Only 4% of the steel buyers say they are 
ordering foreign steel. 

4. Thirty percent report suppliers’ deliveries of 
fabricated steel products have slowed because 
of the strike. 

5. Another 30% report they have been offered 
“special deals” by “marginal” operators. 

6. Sixty percent of the P.A.’s are opposed to 
government intervention (Taft-Hartley or 
other meant) in the steel deadlock. 





_ Extra small, single row 
ball bearings with 
shields are capable of 
resisting combined radial 
and thrust loads. They 
offer accurate position- 
ing of small shafts 
requiring bearing bore 
diameters from 4 to 9mm. 


Photo: Courtesy Westinghouse Electric Corp. 


Vacuum Cleaner Moror Monvfocrurer 


Cuts Unit Cost 21)¢ With 


CUSTOMER PROBLEM: 


Cut vacuum cleaner motor production costs, 
yet maintain present high efficiency. 


SOLUTION: 


N/D Sales Engineer suggested design modifi- 
cation using smaller bail bearings ... New 
Departure high volume prelubricated, shielded 
bearings. Extensive testing in New Departure’s 
laboratories proved that these smaller pre- 
cision bearings, along with maintaining high 


, A 


“em Bearing Design / 


efficiency, improved quality and provided 
quiet motor operation. The bearings accounted 
for a 21c per motor savings in vital part costs. 
What’s more, they gave accurate, long life 
positioning of rotor shaft under all load 
conditions and mounting positions. 


When it’s a question of maintenance-free high 
volume ball bearings for electric motors... and 
perhaps a cut in production cost, contact New 
Departure. For more information, write 
Department y-s. 


Replacement ball bearings available through United M otors System and its Independent Bearing Distributors 


NOTHING ROLLS L/KE A BALL 


For More Information Write No, 158 on Inquiry Card—Page 32 


PuRCHASING 





Purchasing Previews 





Special Industry Report: 
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American Brake Shoe’s Tom Russell: 


“4 ten-week strike 


Tom Russell, Jr., vice president of American 
Brake Shoe Company, in a special interview with 
Purchasing Magazine on the steel situation, said 
that industry would really begin to feel the pinch 
when the strike passes the 10-week mark. (It’s 
now entering its seventh week.) Mr. Russell is 
in a good position to know. Until June he was 
chairman of the N.A.P.A. National Committee on 
Steel and is still a member of the committee. 

“If the steel strike goes on for 10 weeks, 


. will mean real trouble 


.. . for industry.” 


troubles for industry will increase geometrically 
every day,” Mr. Russell said. “After 12 weeks 
some important steel consumers will have to 
curtail production seriously if not close down 
altogether.” 

Mr. Russell was not optimistic about the chances 
for a quick strike settlement. “This is really a 
very bitter strike at the negotiation table,” he 
declared. “Both sides are in a position where it 
is extremely difficult to compromise.” 





Surprisingly the survey shows that only four 
percent of the P.A.’s are buying foreign steel. 
This seems out of line with reports from steel 
company salesmen, the latest import statistics, 
and the tightening steel market in Europe. It may 
be that some purchasing agents are reluctant 
about admitting publicly that they are buying 
overseas. However, there were quite a few who 
indicated that they will become interested in 
foreign steel if the strike lasts much longer. 

If there is a substantial price increase after a 
steel settlement is reached, twenty-two percent 
of the purchasing executives plan to make in- 
creasing use of substitute materials. Many more 
indicate they would like to use substitutes but 
can’t. Most frequently mentioned as alternative 
materials: aluminum and plastics. 


Should Government Move In? 


The question of whether the government should 


take action to end the steel deadlock (either with, 


a Taft-Hartley injunction or some other means) 
brought some very emotional responses—mainl\ 
from those opposed. The end result was 60-40 ‘n 
favor of letting steel management and labor 
work out their problems on their own. 

A fairly high percentage of those who are op- 
posed to government action qualified their 
answers. “Not until after Labor Day,” “Only if 
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the strike lasts too long,’ “Not unless national 
security is jeopardized,’ were typical remarks 
written in by those against government inter- 
vention. 

There was also a small group which indicated 
it would be opposed to government action in the 
steel strike under any circumstances. The feel- 
ing seemed to be that this would threaten free 
enterprise and would open the gate to more 
“Big Government meddling.” Some feared that 
higher prices would result if the steel companies 
were forced into a pistol-point settlement. 

Many of those who favored government inter- 
vention added comments along the lines of “only 
if the settlement is non-inflationary.” 

One definite trend that showed up in the 
answers to this question: companies running low 
on steel were inclined to favor government action. 
Those in a fat-cat position were more likely to be 
opposed. As the strike continues, it seems ap- 
parent that an increasing number of P.A.’s will 
be looking to Washington for help. 

Overall, the special survey shows that although 
purchasing executives are gravely concerned 
about the steel impasse, they are in relatively 
good shape to sweat out the negotiations for at 
least another month—or a little longer. If the 
strike hasn’t been settled by then, the economy 
will definitely suffer. 








* Printing that shrank 
*« Pudding cake as easy as A,B 
* Synthetic paper 


* Flexographic printing plates 
often shrank or distorted in the 
making. Trouble lay in the matrix 
.. the “mold” in which the rubber 
plates were cast. Wood Flong Cor- 





poration, a leading manufacturer of 
matrixes, asked Riegel to look into 
it. Result, “Thermomat®”...an ex- 
tremely rigid matrix made of a spe- 
cial Riegel paperboard, coated with 
plastic, calendered to accurate cali- 
per. No shrinkage. 
* Whip up a batter from Pouch A 
.. Sprinkle Pouch B over it... pour 
in a little water and bake. Presto, 
a delicious ang mn cake! 


S| se 
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Both pouches are Riegel el protective 
papers...sauce mix in poly-coated 
pouch paper, cake mix in laminate 
of pouch paper and foil. 
* Paper made of synthetic fibers 
..a Sheet endowed with excellent 
uniformity, stability, and chemical 
resistance... offers you intriguing 
possibilities. Where can you use it? 
(We make papers of nylon, glass 
and other unusual fibers too.) 
* When you're stuck with a prob- 
lem, one of Riegel’s 600 different 
papers may help. Write Riegel Paper 
Corp., P. O. Box 250, New York 16. 









* Colorful workbench covers 
* Prevents “blips” in X-rays 
Odd jobs for release 


* Here’s a colorful new paper with 
a glossy surface so tough you can 
stick and peel adhesive tape to it 
repeatedly without picking. Resists 
water, grease, scratches, solvents. 





Perfect cover for drawing boards, 
work benches, games, novelties, etc. 
It’s coated with new Riegel thermo- 
set resins, Want samples? Just write. 
* Because slight blemishes in X-ray 
films may lead to serious reading 
errors, they’re packaged with great 


care... heat-sealed in Pouchpak*, a 
combination of foil and paper made 
as free of radioactive or abrasive 
particles as humanly possible. *t™. 

* Odd jobs: (1) Tile-Plak kit for 
young mosaic artists uses tiles back- 


- 


ed with pressure sensitive adhesive. 
(2) New adhesives in film form are 
sticky on both sides. (3) Masking 
paper in tear-off rolls has adhesive 
along one edge. These are three new 
uses for Riegel Release Papers made 
to peel easily from adhesives. 

* Have you a problem that may be 
solved by a better paper? Just write 
to Riegel Paper Corporation, P. O. 
Box 250, New York 16, N. Y. 

















Now..what can we do for you! 


Look what paper is doing now: 





* Color pix at pop prices 
* Paper that baffles bacteria 
* Atomic-age filters 


* Amateur color photographers in 
the early days found glass slide 
mounts cost more than the film 
itself! Then Riegel researchers 








stepped in, found a paper to do the 
job. It’s tough, rigid, die-cuts 
cleanly, but the big secret is its heat- 
seal resin coating. Seals quickly at 
low temperatures. 

* To keep surgical instruments 
sterile, many are now sealed in a 
special blue-white Riegel glassine. 





an excel- 
lent barrier against bacteria and 
moisture vapor. Typical example: 


Light #6 ee Pree 


latex catheters, sterilized in auto- 
claves after they’re sealed in Riegel’s 
Sterilizing Glassine. 
* Grinding wear of dirt in engines 
..radio-active particles escaping 
into air... all spell death to atomic- 
age machines...and men, Riegel 
makes technical papers for “abso- 
lute filters” in atomics, oil filters, air 
cleaners, gas masks, vacuum cleaner 
bags. Ideas for you? 
* Have you a problem that may be 
solved by a better paper? Just write 
to Riegel Paper Corporation, P. O. 
Box 250, New York 16, N. Y. 


TECHNICAL PAPERS FOR INDUSTRY 
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Purchasing s Personnel Problems 


Getting and holding competent purchasing people has always been a problem. 
No one has yet come up with a sure-fire formula for building a staff of top 
quality buyers—but there has been a good deal of experimentation. PURCHASING 
Magazine asked a representative cross-section of purchasing agents a number of 
questions about personnel problems. Their combined answers follow: 





|. Do you find it difficult to ob- } Yes 
tain competent replacements « 
or additions for your staff? 








Directly from college 





2 Where do most of your new 9 Company training program 
buyers come from? . 


Other departments in 
company (mfg., engr.) 








Other companies 


Promote from within 
department 


3. What Is your general policy Hire men from other 
when openings occur within 9 departments in company 
your department? - 





Obtain qualified men 
from other companies 
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Plexiglas window glazing could have prevented this! 


Sooner or later a plant window is likely to be slammed too 
hard... hit by a flying object ...or bumped accidentally. 
The chances that it won’t break are many times greater if it’s 
glazed with PLexicLas® acrylic plastic. Transoms, doors, 
windows, skylights and partitions need not be safety or 
maintenance problems for your company. PLEXIGLAs glazing 
is easy to install... resists chemicals and weather... 
drastically reduces replacement costs. Ask your Authorized 
Dealer. He’s listed under PLexiGuas in the Plastics section 
of telephone directories in major cities. 


In Canada: Rohm & Haas Co. of Canada, Lid., West Hill, Ontario 


Chemicals for Industry 
ia ROHM ¢ HAAS 


COM PANY 
= WASHINGTON SQUARE, PHILADELPHIA 5, PA. 


See how PLEXIGLAS “gives” under the force of a blow | 


CALL YOUR AUTHORIZED PLEXIGLAS DEALER 


PROMPT DELIVERY * TECHNICAL ADVICE * FULL RANGE OF SIZES AND COLORS 
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Purchasing Opinion 


Salary increases and 
bonuses 





gar 


5 Ge RS 


yy & & 


Fringe benefits 





Company-paid purchasing 

training courses 
4. What is the best way to keep 9 
good men in a department? * 





Provide prestige and 
recognition 





Increase responsibility and 
job interest 





Good relations and good 
supervision 





Advancement opportunities 





More money 





When they go to other de- 9 Better advancemer 
partments of the company, © Possibilities 
what's the reason? 





Greater chance for 
personal fulfillment 











If you lose good men from 49 thts cence 
your staff, where do they * 
generally go? 


To production 





To purchasing at 
other companies 








Increasing 


What is happening to the 9 
turnover in your depart- * Decreasing 
ment? 





No change 


Avecust 31, 1959 





Mia 


Local swaging and brazing facilities assure speedy service 


PROMPT DELIVERY FROM STOCK 





of your metal or hydraulic hose needs 


Your local FLEXONICS distributor carries a complete stock of metal 
hose including corrugated and interlocked, 3/16” to 24” I. D., in steel, 


brass, bronze, stainless steel. Synthetic 
and Teflon* with pressed-on or field 
attachable couplings. 

Your FLEXONICS distributor is an 
industrial hose specialist . . . depend on 
his ability to serve quickly and to your 
complete satisfaction. 


‘4-305 


Contact your local 
distributor for new 
Flexonics Metal 
Hose Design Guide, 
or write the factory. 


Contact your local 
FLEXONICS DISTRIBUTOR 
for your metal and hydraulic hose needs 


Akron, Ohio 

Mau Sherwood Supply 

W. J. Gill Co. 

Albany, N.Y. 
Sager-Spuck Supply 
Amarillo, Texas 
Radcliff Supply Co. 
Atlanta, Georgia 
Flexible Metal Hose Co. 
Baton Rouge, La. 
Capitol Rubber Co. 
Birmingham, Alabama 
Owen-Richards Co. 
Brooklyn, N. Y. 
Industrial Utilities 
Brunswick, Ga 

Parker, Helmes & Langston 


Buffalo, N. 
Buffalo Rubber Co. 
Creighton Industries 
Cambridge, Mass. 
Greene Rubber Co. 
Cedar Rapids, lowa 
Globe Machinery & Supply 
Charleston, W. Virginia 
Industrial Rubber Products 
Chester, Pa. 
John Bridge Sons Co. 
Chicago, Illinois 
Dearborn Rubber Corp. 
Wainor Corp. 
Cincinnati, Ohio 
White Industrial Sales 
Clarksburg, W. Va. 
Compton, Inc. 
Cleveland, Ohio 
Mau Sherwood Supply 
Midwestern Rubber Co. 
Dallas, Texas 
Airsco Rubber Products 
Dayton, Ohio 
Sterling Rubber Products 
avenport, lowa 
Globe Machinery & Supply 
Dearborn, Michigan 
F. B. Wright 
Des Moines, lowa 
Globe Machinery & Supply 
Detroit, Michigan 
Great Lakes Rubber Co. 
Yale Rubber Co 
aye Minnesota 
Ww. P. . S. Mars Co. 
Decatur, Mlinois 
Midstate Machinery Co. 
Denver, Colorado 
Plant Equipment Co. 
Elizabeth, New Jersey 
Industrial Rubber Co. 
Fitchburg, Mass. 
Hope Rubber Co., Inc. 
Flint, Michigan 
Grandsen-Hall & Co. 
Garfield, New Jersey 
Power Packing Co. 
Grand Rapids, Mich. 
Industrial Service 
Great Bend, Kansas 
Scheufler Supply Co 
Green Bay, Wisconsin 
Van's Supply & Equipment 
Greensboro, N.C. 
Southern Rubber Co. 
Hammond, Indiana 
Motor & Axle Parts 
Hartford, Connecticut 
Faxon Engineering Co 
Hope Rubber Co 
Holyoke, Connecticut 
Hope Rubber Co., Inc 
Houston, Texas 
Metal Hose & Specialties 
indianapolis, Indiana 
Central Rubber & Supply 
Jacksonville, Florida 
Holley-Edwards Sales 
Parker, Helmes & Langston 
Jackson, issippi 


Long Beach, pera 
Barnes & Delan: 
Longview, oe 
Peerless Supply Co. 
at pogetee: California 
L. A. Flexible Metal Hose 
Louisville, Kentucky 
Neill Lavielle Supply 
McKees Rock, Pa. 
Speck Marshall Co. 
Memphis, Tennessee 
J. E. Dilworth Co. 
Miami, Florida 
Harry P. Lew, Inc. 
Milwaukee, Wisconsin 
Acme-Machell Co. 
Minneapolis, Minn. 

. S. Nott Co. 


Mobile, ame 
Pond- Johnson, 


Southern Gasket & Rubber 
Muscle Shoals, Ala. 
Owen-Richards Co. 
ushooee, 1 
Hdwe, & Supply 
New Orleans, Georgia 
Gulf Belting & Gasket 
Oklahoma cm Okla. 
Mideke Supply C: 
Omaha, Repeat 
Midco Supply Co. 
Orlando, Florida 
Harry P. Leu, Inc. 
Paducah, Kentucky 
Henry A. Petter Supply 
Pampa, Texas 
Radcliff Supply Co. 
Philadelphia, Pa. 
Airline Equipment Co. 
Briggs Rubber Products 
John Bridge Sons Co. 
Phoenix, Arizona 
Regan Manufacturing 
Pittsburgh, Pa. 
Goodall Rubber Co. 
Gooding Rubber Co. 
Lambert Jones Rubber 
Portland, Oregon 
Alaskan Copper & Brass 
Providence, R. I. 
Rhode Is!and Products 
Richmond, ee 
Richmond Rubb 
Rochester, New York 
Chamberlin Rubber Co 
Sacramento, California 
Sacramento Rubber Co. 
Saginaw, Michigan 
Beckley Equipment Co. 
Grandsen-Hall & Co. 
Reichle Supply Co. 
Salt Lake City, Utah 
Capitol City Steel Co. 
San Francisco, Calif. 
Industrial Hose Supply 
Seattle, Washington 
Alaskan Copper & Brass 
Pacific Fishing & Trading 
Shreveport, Louisiana 
Peerless Supply Co. 
South Bend, Indiana 
Power Transmission Co. 
St. Louis, Missouri 
Flexible Metal Hose Co 
Syracuse, New York 
Burns Piping Supply 
Terre Haute, Indiana 
Midwest Gear & Supply 
Toledo, Ohio 
Bigelow Gibson Co 
Trenton, New Jersey 
Wiley-Hughes Supply Co. 
Tulsa, Oklahoma 
Frank Wheatley Co 
Warren, Michigan 
Charles vere Co. 





Dilworth of Mississippi 


Kalamazoo, Mich. 
Robert M. Sorlie Co 


Kansas City, Missouri 
Mid-States Supply Co 


“DUPONT TRADE MARK 


Mass 
Hope Rubber Co. 
Williamsport, Pa. 

E. Keeler Co. 
Wilmington, Delaware 
Briggs Rubber Products 
Worcester, Mass. 
Brierly, Lombard Co. 


INDUSTRIAL HOSE 


FLEXONICS CORPORATION + 1316 SOUTH THIRD AVENUE - MAYWOOD, ILLINOIS 


TOMORROW'S 
ENGINEERING 
aeelel.S 4 


Divisions 


Flexonics Research Laboratories, Eigin, Illinois 
In Canada: Fiexonics Corporation of Canada, Limited, Brampton, Ontario 
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“| sold them a steel 
that cost more, 
so they could pay less,” 


SAYS TOM HALLORAN, 
USS SALES REPRESENTATIVE, PITTSBURGH 











| 


“One of my customers, 
Elliott Company, made some 
of their turbine discs 
from a special alloy steel 
that had to be forged, - “é 
cross-rolled, heat-treated , Lap \ 


and torch-cut to size 
before machining. / (wen 





ee ss 
ANDY, 

f PAT IT-++5 

< oe A 


ROLL 
IT--- 











SEEMS TD ME 
THERE'S AN AWFUL 
LOT OF ACTIVITY 

AROUND 








“| visited the plant with a USS 
metallurgist who joined a team of 
Elliott engineers to study their 
operation. They found they could use 
USS “T-1”" Steel, which is furnished 
to meet 100,000 PSI minimum 
yield strength in plate thicknesses 
up to 24%” inclusive. This eliminated 
all the pre-machining operations. 











USS and ‘'T-1" are registered trademarks 





WHATS 

“Elliott adopted “T-1" and, “THIS --» LUNCH 
even though it cost a little HOUR, COFFEE “Technical assist in th 
more than the previous steel, BREAK OR A ° eae Sree oe nee 


it cut material costs 60%, SIESTA 2 selection and most economical 
because tt eened work uses of steel is only one of the 


U.S. Steel plus services.” 























When you buy from U. S. Stee! you get 
stee/ plus technical assistance 
research ... facilities . . . marketing assistance 


United States Stee! Corporation—Pittsburgh 
American Stee! & Wire—Cleveland 

National Tube—Pittsburgh 
Columbia-Geneva Steei—San Francisco 
Tennessee Coal & Iron—Fairfield, Alabama 





GOB e's / United States Stee! Supply—Stee! Service Centers 
wet e\ | Z, ——__—4 United States Stee! Export Company 
Waraea way ) United States Steel 
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Get The Facts On | 
ELPAR LEASING 


3 
You can use ELPAR Leasing 
to put one of these cost cut- 
ting ELPAR industrial trucks 
to work in your plant im- 
mediately! Do it without a 
major cash outlay .. . and, 
pay the low monthly pay- 
ments out of savings created 
oa by the new truck. 


ites abide 


ifiietal uty For ri s Yeh i-einlii ee gels @ERatla 43 


4 Leasing Plans 
... Covering 150 
,ELPAR Models 


Straight Leasing: The lowest cost 

form of leasing — payments are 

made in equal monthly installments for 

periods up to 5 years. Trucks complete 

with battery and charger may be leased. 

Equipment can be released as often as 

desired after the initial term has expired. 

ete 
Lease With Option To Buy For 
Low Lift Platform Truck $1.00: This plan gives you the Die Handling Trucks 

: option to buy the equipment for $1.00 

at the termination of the lease. 


Lease With Option To Buy At Fair 
Market Value: At the termination 
of the lease, this plan permits you to 
buy the equipment at the fair market 
value. Monthly payments under this plan 
are lower than the dollar option plan. 


Fleet Lease: Companies planning 
to lease a large number of trucks 
will find this plan attractive and eco- 
nomical. Consult the main office or 
your local ELPAR man for details, 
Fork Trucks with Attachments Cargo Scout” Fork Trucks 


GET THIS FREE FACT BOOKLET 

laetolaliellit Melsm-> dellolilolilelame): 
F-Yok diate MrelaleMcehi-Miiele)(-. Malate hmm oti 
mit you.to estimate leasing costs 


Send for it today! 


Mobile Cranes : “Air-Right"’ Fork Trucks 


THE ELWELL-PARKER eE ectric company 


4U35 ST. CLAIR AVENUE + CLEVELAND 3, OHIO 
In Canada: International Equipment Company, Ltd. 





ELECTRIC TRUCKS TWICE THE LIFE ...ONE THIRD THE OPERATING COST 
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Industry $ No.1 Motor Carrier! 


In America’s industrial heartland, where more 


than four-fifths of our productive capacity is con- 


centrated, Interstate System moves more freight i NTE RSTAI bE 


than any other motor carrier in the country. We 


serve more than 8,000 points in 26 states with MOTOR FREIGHT 


special emphasis on less-than-truckload deliveries 

to small towns. The next time you have freight YST wy’, 
to move within our authority, give us a call. We wi 

can give you the swift, safe, dependable service 


you want — and save you money doing it. You’ll Grand Rapids, Michigan 


find us in the Yellow Pages. 
FOR YOUR FILES. A free copy 
of our new Merchandise Time 
Schedule, a complete listing of In- 
MORE THAN A TRUCK LINE... terstate’s 260 timed departures off- 


A TRANSPORTATION SYSTEM ering exceptional service to many 
small towns. Just address Dept. 


Boston, Massachusetts Elmira, New York Kokomo, Indiana Omaha, Nebraska Sidney, Nebraska 
INTERSTATE Buffalo, New York Erie, Pennsylvania Lancaster, Pennsylvania Peoria, IIlinois Sioux City, lowa 
TERMINALS Carlstadt, New Jersey Evansville, Indiana Lansing, Michigan Philadelphia, Pennsylvania South Bend, Indiana 
Cheyenne, Wyoming Flint, Michigan Lincoln, Nebraska Pittsburgh, Pennsylvania Springfield, Massachusetts 
Akron, Ohio Chicago, illinois Fort Wayne, Indiana Louisville, Kentucky Pontiac, Michigan Syracuse, New York 
Albany, New York Cincinnati, Ohio Grand Rapids, Michigan Milwaukee, Wisconsin Port Huron, Michigan Terre Haute, Indiana 
Baltimore, Maryland Cleveland, Ohio Greencastle, Indiana Muncie, Indiana Providence, Rhode Island Toledo, Ohio 
Battle Creek, Michigan Columbus, Ohio Hartford, Connecticut Muskegon, Michigan Rochester, New York Trenton, New Jersey 
Bedford, Pennsylvania Dayton, Ohio indianapolis, Indiana New Haven, Connecticut Saginaw, Michigan Utica, New York 
Benton Harbor, Michigan Denver, Colorado Jackson, Michigan New York, New York St. Louis, Missouri Washington, D.C 
Bettendorf, lowa Des Moines, lowa Kalamazoo, Michigan North Platte, Nebraska St. Paul, Minnesota Worcester, Massachusetts 
Binghamton, New York Detroit, Michigan Kansas City, Kansas Norwalk, Ohio Scottsbluff, Nebraska Youngstown, Ohio 


Rane 
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THOMSON TAKES EXTRA 
PAINS TO PREVENT 
FASTENING: HEADACHES! 
Statistical quality contr 
procedures plus 10¢ 

Tels} elstendlelam-4b-Meleleleli= 
assurance of close adherer 
to specified rivet dimens 
and positive protectio 


against interrupted pr 





YOU GET PRECISION 
AT MASS PRODUCTION COSTS... 


. when Thomson becomes your fastening partner. 


In the Thomson line of more than 8,000 rivet designs, 
ou’ll find the semi-tubular, deep-drilled, bifurcated 
(split), shouldered or compression rivet that will give 
yu the best strength-cost ratio in the fastening field. 
’roduced to the industry’s highest quality standards JUDSON L. 
t production rates exceeding 20,000,000 rivets a day, 


these low-cost fasteners merit serious consideration in ; a] 0 MSO oa 
your product-improvement and cost-reduction programs, 
ur leadership in solving fastening problems with qual- MFG. CO., WALTHAM 54, MASS. 


rivets and precision rivet-setting machines since 


Rivets and Rivet-Setting Machines 
885 is at your service.:What is your problem? 
NEW YORK ®« ILLINOIS * INDIANA * OHIO « MICH. « PENN. * CALIF. « FLA. * TEXAS * MISSOURI « S. CAROLINA * ONTARIO, CAN. 
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Post-graduate aluminum training helps them help you 


Reynolds Distributor personnel can give you 
cost-cutting ideas, reliable advice, and quick 
answers to all your questions and problems on 
aluminum. They know, because they’ve been 
thoroughly schooled in aluminum—they’ve 
taken the intensive classroom and production 
plant “‘post graduate’ course at the 

Reynolds Metals Company. 

Just as you know your product best, these 
men know their metal best. Ask them about the 
different alloys available, which fits your 
product best in terms of cost, fabrication 
and sales appeal. They know the answers. 

And their answers can mean dollars saved. 

Your Reynolds Distributor offers many 
technical services, technical bulletins, and sound 
aluminum engineering advice. Call on him 
for both aluminum and aluminum know-how. and the finest warehouse service 


: is provided by your Reynolds Distributor 

He has both in stock! » vy ¥ ’ 
Watch Reynolds TV shows 

“ALL-STAR GOLF” and “ADVENTURES IN PARADISE" — ABC-TV 


The Finest Products 
Made with Aluminum 


are made with 


REYNOLDS G23 ALUMINUM 


FOR HELP ON YOUR ALUMINUM PROBLEMS, CALL THE REYNOLDS DISTRIBUTOR 


Check the yellow pages of your telephone directory, under “Aluminum” 
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for a Money balance 


between maximum performance 
and moderate cost... 


Give you more for 
your bearing dollar 


For those hundreds of in-between applications where per- 
formance requirements are more exacting than those provided 
by the ordinary commercial bearing, but where maximum pre- 


cision would be unneeded precision — specify Tru-Rol for the job. 


Tru-Rol Bearings provide above-commercial-grade 
efficiency . . . at worthwhile savings in cost. Internal 
clearances are closely controlled. Rollers are equally 
spaced to eliminate- out-of-balance vibration. Each 
roller is crowned to distribute the load evenly along 
the full length of the roller. Eleven types available in 
single and double width bearings, in stamped steel re- 
tainer, segmented retainer or full roller construction. 


srbahe your nearby Rollway Service En- 


gineer to detail the quality you should be getting 

Et Ve se in your “commercial grade” bearings. Or write 

TY PES for the Rollway Tru-Rol catalog showing the full 

E-B L-J u-J AVAILABLE line, and capacity and size ranges. ROLLWAY 
Sesarable Separable  Non-separable Non-separable BEARING COMPANY, INC., Syracuse, N. Y. 


inner Race Inner Race Bearing Bearing 
no @ og ob GB & eé& 
L-B UR-E  UR-L_—LR-U UM-B _UM-J BEARINGS 


Separable Separable Separable Separable Separable Non-separable Non-separable 
Bearing Outer Race Outer Race inner Race inner Race Full Roller Full Roller COMPLETE LINE OF RADIAL AND THRUST CYLINDRICAL ROLLER BEARING 


j 


tt 
7 Bl 


=a) 


ra) 
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| 
| 
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ENGINEERING OFFICES: Syracuse * Chicago « Toronto « Cleveland « Seattle e San Francisco « Boston e Detroit « Pittsburgh « Houston « Philadelphia « Los Angeles 
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Now! Tests prove 


CONTOUR-WELDED* STAINLESS TUBING 


gives products better protection against contamination 


This tubing is smoother inside — so there’s less danger of product 
incrustation. And this means better protection against contamina- 
tion. Not only that, a smoother surface also ensures greater resist- 
ance to corrosion and longer fatigue life. 

Here’s why TRENTWELD® tubing, made by the exclusive 
Contowr-Weld process, is smoother than any other tubing: 

First, it’s smoother than seamless tubing because it’s formed 
from uniformly rolled strip steel whereas seamless is extruded 
from a billet. 

Second, it’s smoother than other welded tubing because the 
Trent-patented Contowr-Weld process virtually eliminates the 
weld bead. 

But get full details on why smoother tubing surfaces are vital. 
Send for the free 48-page “‘Trentweld Manual.” It contains complete 
data on Contour-Welded tubing in stainless and high alloy steels, 
titanium, zirconium, zircalloy and Hastelloyt, in sizes from %” 
to 40” 0.D. Write: Trent Tube Company, Box 2518, Pittsburgh, Pa. 


tTrademark Haynes Stellite Co. 


/ A. 


In Conventional Welding 


With Contour Welding 
go. 
bi 
In CONVENTIONAL WELDING of tubes, gravity pulls the molten 
metal down to form a bead that is difficult to remove by cold 
working. And cold working may lead to undercuts, focal 


points for fatigue cracks and corrosive attacks. Cleaning 
becomes difficult. 


@With CONTOUR-WELDING the tube is welded at the bottom. 
Gravity still pulls the molten metal down inside the tube, but 
now the weld area corresponds to the contour of the tube. 
There's virtually no weld bulge on the inside surface. And 
even on the O.D., the weld seam more closely conforms to 
the contour of the tubing. 


| stainless and high alloy pipe and tubing 
TRENT TUBE COMPANY 


Subsidiary of Crucible Stee! Company of America « GENERAL OFFICES: East Troy, Wisc.*« MILLS: Bast Troy. Wisc.; Fullerton, Calif. 
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Now... apply value analysis 





tc your towel costs, too! 


How much do your washroom towels actually cost? 
You can’t tell by the case price alone. What you need 
is an accurate picture of the cost per user per year. 
This involves analysis not only of price, but of in- 
herent quality as well. You achieve no savings, for 
example, if your employees now use two or three 
paper towels at each washing when one Scott UHA 
Towel will do a thorough job of drying. 


SCOTT TOWELS SAVE CHANCE VOUGHT 30 T0 40%. Chance 
Vought Aircraft, Inc., employs 10,000 at its huge Dallas 
plant. Ordinary paper towels were being used in the plant’s 99 
washrooms. In three years since the change-over to Scott 
Towels, savings average 30 to 40 percent per year. 


BURROUGHS EMPLOYEES PREFER SCOTT TOWELS. “We made 
a value analysis of Scott Towels,’’ says Russ Stark, Director 
of Purchases for Burroughs Corporation, ‘‘on the basis of 
quality, value and service. Employee preference confirmed our 
aecision to buy Scott.’ 


Other important factors to consider are intangibles 
such as customer relations (if your washrooms are 
used by the public), and your own employees’ morale. 
Maintenance expense and washroom equipment effi- 
ciency also greatly affect your ultimate costs. Let Scott 
show you how to economize. Call the nearest Scott 
distributor listed in the Yellow Pages or mail coupon 
for the information you want. 


, ll 








5 PACKS PrN , = 
0 TOWELS EACH ©e);| ; * 


- HLA ANDERSEN CUTS TOWEL COSTS MORE THAN HALF. c.c. 
~ Pa Bo Madson, Purchasing Agent, and Dan Gelford, Assistant 
SCOTT a nA TOWELS Purchasing Agent, of Andersen Corporation changed from 
linen to Scott towels. Their records show: cost of linen towels 
it : per year—$5,500; cost of Scott UHA Towels per year 
$2,500; annual savings—$3,000. 


Your first step in applying value analysis: 
send for these Scott aids 


ee a 


a 
BELL SAVES $12,000 THE FIRST YEAR. 


Bell Helicopter Corporation switched 
from cloth roll towels to Scott Towels— 
and saved $1,000 a month. Says Roger 
M. Cox, right, Supervisor of Buildings 
and Grounds, shown with Chief Pur- 
chasing Agent Donald Wilson, ‘‘The 
cloth towels were costly to launder. 


They also required the service of two 
men for half a day, three times a week, 
to install new rolls and remove and 
cart away the used ones. Scott's dis- 
posable paper towels eliminated all 
our towel problems."’ 


SCOTT PAPER 


Y~ 
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We'd like a Value Analysis of our 
present washroom expenses. 
Send ‘‘Washroom Cost Survey”’ 
form for analyzing cost of time 
and material in maintaining 
washrooms. 


Arrange for us to see your film, 
“The Day That Dooley Found 
Peace,"’ a sound-strip film about 
high costs and employee com- 
plaints. How Dooley solves these 
problems may suggest new 
ideas to you. 


For More Information Write No. 


Show us your new Scott Fact 
Finder—a_ circular calculator 
that quickly determines servic- 
ing time norms according to 
type of washroom facilities and 
number of fixtures. 


Please send illustrated 32-page 
booklet, ‘‘Scott Washroom Ad- 
visory Service,"’ on planning and 
design of washrooms, locker 
rooms and lounges for even 
traffic flow, minimum mainte 


nance, better appearance 


SCOTT PAPER COMPANY, Department P-98 
Front & Market Streets, Chester, Pa. 


Without cost or obligation, please see that | receive the towel 


service aids checked above. 
Name 
Title 


Company 
Street 
City 


Zone 


State 


The person below is concerned with towel and washroom 
costs, too. Please send him the same information 


Name 
Title 
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Look to Island Creek for the coal that can 
lower your costs per 1000 pounds of steam 


Why? because Island Creek coal 
is Precisioneered* 


Laboratory technicians keep constant watch over scientifically prepared coals to make certain each order is processed to exact needs of buyer. 


2K PRECISIONEERING. WHAT IS IT? It's the kind 
of precise mining and coal manufacturing opera- 
tions you'd expect only of a career coal company 
like Island Creek. It's the application of this career 
attitude right from the mine face . . . through the 
most modern preparation plant procedures and lab- 
oratory controls ...to the complete engineering 
service that reaches right to your own boilers and 


a 


burning equipment. Result: precisely the right coal, 
order after order, to keep your equipment operating 
at top efficiency. Coal that can significantly lower 
your net cost per 1000 Ibs. of steam. Our engineers 
would welcome a chance to show you and your 
plant people some interesting case histories, and 
make specific recommendations after surveying 
your equipment. No obligation of course. 


ISLAND CREEK 
Precisioneered Coal 


You can depend on Island Creek ...a career company dedicated to coal 


Island Creek Coal Sales Company, Chafin Building, Huntington 18, West Virginia - Chicago - Cincinnati . Cleveland . Detroit « Greensboro » New York - Pittsburgh 
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Washington Report 





Changes in Weapons Programs 


Murrary review of its weap- 
ons programs has once again re- 
sulted in a scaling back of specific 
projects. Last year it was the 
“Navaho,” an_inter-continental 
air-breathing missile, the “Goose,” 
a decoy missile, and the Regulus 
2, which was superseded by the 
Polaris. 

Currently the Department of 
Defense is reviewing its whole 
position on manned fighters and 
bombers versus missiles — on 
whether the atom-powered air- 
craft is worth an all-out gamble, 
on whether to continue work on 
both the Atlas and the Titan mis- 
siles even though they are both 
designed for roughly the same 
purpose, and whether the newer 
generation of more advanced mis- 
siles is able to shoulder more of 
the defense responsibility. 

It is apparent that some pro- 
grams will be dropped. The first 
major research effort to be termed 
“marginal” in its yield was the 
chemical high-energy-yield air- 
craft engine. 

Significance of the current re- 
view is that along with cancella- 
tion of prime contracts comes a 
chain of cancellations down the 
line—cutting back on subs, on 
components and on materials. 


Make Difficul# Choices 


For purchasing agents, the cut- 
backs have become a familiar pat- 
tern. The basic question concerns 
what is happening to the total 
military procurement picture. For 
the current fiscal year, the mili- 
tary budget remains at $41 billion. 

While the military is making 
some hard choices between com- 
peting weapons—trying to decide 
where to spend its research dol- 
lars—the overall spending re- 
mains about the same. 
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Keep Industry Guessing 


Air Force Secretary James Douglas (1) recently cut back from 40 to 32 the 
number of B-58 Hustler bombers the Air Force will buy in the current 
fiscal year. The reduction, which is part of an economy move, is expected 
to save the Air Force more than $2 million. 


There are some switches. In- 
flation means that the same dol- 
lars buy a smaller amount of 
military hardware, and to this ex- 
tent military buying is somewhat 
trimmed. 

Also, the individual pieces of 
hardware are so much more ex- 
pensive that the military cannot 
afford to buy as many units. More 
money is going into research, and 
fewer dollars into hardware. 

At the same time, major com- 
panies have adopted a firm policy 
in regard to defense. Despite the 
current question over the mean- 
ing and outcome of the Khrush- 
chev-Eisenhower exchange visits, 
industry is now operating on the 
premise that the military will 
continue to be an important seg- 
ment of its overall business. 


Major companies have set up 
permanent defense divisions, and 
the general thinking is that re- 
gardless of the turn of interna- 
tional politics, the flight and elec- 
tronics industries—whether for 
weapons or experiment or both— 
will remain two of our biggest 
industries. 


Offer Weapon System Pamphlet 


For purchasing agents con- 
cerned with military items, the 
Air Force has prepared a de- 
tailed explanation of “Weapon 
System Management” in a new 
Air Force pamphlet No. 25-2-1, 
which can be obtained on request 
to the Publishing Division, Direc- 
tor of Administrative Services 
(AFCAS-50), Department of the 
Air Force, Room 1005, Tempo X, 
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Durability of chromium plated parts in severe, accelerated corrosion tests has 

been increased up to 500% by the revolutionary “Duplex Chromium” 

Plating Process developed by Metal & Thermit. Adding only 50 to 100 millionths 
of an inch more chromium, in two layers, does more for outdoor durability than 
any other change in present plating procedure. Results show that per dollar 
invested in equipment and solutions, this new technique gives greater benefits 

than a corresponding expenditure for thicker copper and nickel undercoats. 

It saves on capital investment because existing equipment can be used 

with minor modifications. It saves by cutting rejects of parts which are now 
required to survive more rigorous accelerated life tests than heretofore. 


Ask the M&T Man about it...and about other quality M&T 
products to help you add more value to your product. 


METAL & THERMIT 
CORPORATION 
GENERAL OFFICES: RAHWAY, NEW JERSEY 


Ae “EK 
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coatings 


I 
plating I.chemicals 4 welding 


MaT can help you add value to your product in all these fields... 
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Washington Report 





19th and East Capitol St., Wash- 
ington 25, D.C. 


@ U.S. Steel Imports 
Rise Sharply 


Department of Commerce re- 
ports that imports of steel have 
become a major problem, with 
more steel imported during the 
first half of this year than for 
the whole 12-month period of 
1958. 

Total for the first six months 
was 1.9 million tons, with the 
import figures for May and June 
reaching 385,000 tons and 411,- 
000 tons. 

While the strike here tends to 
spotlight the large flow of im- 
ports to this country, the Com- 
merce Department forecasts that 
the tonnage of imports will not 
increase much above the level of 
the first half of the year. 


Change in Product Mix 


Department of Commerce of- 
ficials concerned with steel in- 
dustry problems pointed up the 
trend for purchasing agents as 
follows: 

“Imports of steel to this country 
in the past were largely of rein- 
forcing bars, rods, wire products 
and some pipe and tubing. More 
recently the imports have been 
more across the board—including 
some plate and sheet.” 

One outgrowth of the strike 
here is that price of European 
steel, which has been about 15% 
lower than U. S. price, tended to 
firm up during the strike—also 
the quoted delivery time of Euro- 
pean steel lengthened. 


@ Why Wages Are Up 
Without Price Increases 


The seeming paradox of a gen- 
erally advancing level 
without any important increases 
in price is not a paradox at all, 
according to the Bureau of Labor 
Statistics analysts. 

Their answer, as they explained 
in interviews with PuRCHASING 
editors, is that prices do not go up 
in the early stages of recovery 
from a recession—prices go up 
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in the later phases, or more likely 
in the final stages of a recovery. 

Also, it is their estimate that 
productive capacity of the nation 
has increased between three to 
five percent over the 1957 level, 
and that manufacturing facility 
is not being taxed in any way. 

According to this view, it will 
take a much greater involvement 
of existing capacity and a much 
steeper reemployment of workers 
to bring about higher prices. 


@ How Steel Strike 
Affects the Economy 


Effects of the steel strike are 
already reflected in several of the 
more important economic statis- 
tics. The Federal Reserve Board’s 
Industrial Production Index drop- 
ped two points in July to 153 
(1947-’49—100) solely because of 
the steel shutdown. Production in 
other durable goods industries 
continued to increase and non- 
durable goods output rose to a 
new high. 

Lost wages because of the strike 
also put the damper on the na- 
tion’s personal income figures. 
During July personal income was 
at a seasonally adjusted annual 
rate of $384.1 billion—a $300 mil- 
lion increase over June. This gain 
is far below the increases regis- 
tered during the first six months 
of the year when the increases 
(annual rate) ranged from $1.6 
billion to $4.4 billion, 


e@ Export Figures Show 
U.S. Losing Markets 


Export figures for the first half 
of this year show us slowly los- 
ing ground in many of our sales 
to foreign buyers. 

There are some spectacular ex- 
ceptions, such as in precision in- 
struments (measuring and con- 
trol instruments for industrial 
and scientific use) which reached 
a new sales peak. But in most 
categories our exports are down. 

In chemical shipments, we did 
register some increases except in 
shipments to Latin America. The 
gain was in shipments of indus- 
trial chemicals, with no change in 
export of coal tar products. 





( Advertisement) 


e Bulletin No. 17 


Investment 
Casting News 


Bid buying of investment castings is 
tricky ... and often trapping. Unlike 
the buying of shelf items or standard 
products, foundry estimates often 
vary because of exceptions taken to 
print. Latest example—A Hitchiner 
quotation included casting of an 
outwardly simple hole which set 
the price nearly 25% over the near- 
est competitive bid figured without 
the hole. Hitchiner got the job but 
only after showing that later ma- 
chining of the hole by the buyer 
would up over-all cost about 65%. 
Purchasers beware. Make certain 
you compare apples to apples when 
making foundry quotation compari- 
sons. 


Highly complex cavities can easily 
be reproduced by investment cast- 
ing. The secret is the use of wax 
patterns within wax patterns 
which allow the formation of seem- 
ingly impossible interior passages. 
This single production technique 
permits unit-casting of objects that 
would normally require component- 
part assembly if produced by other 
methods. 


Heavy emphasis on further devel- 
opment of technical know-how was 
the keynote at Hitchiner’s National 
Sales Conference last month. Field 
sales and service representatives 
from 20 key cities attended. The 
whole idea of the conference was to 
enlarge communicative perspective 
for field men working with technical 
as well as non-technical buyers of 
investment castings. 


Fine detail and extra smooth sur- 
face finish needed in letters, num- 
bers, serrations or just plain design 
styling, is no stranger to investment 
casting. This process feature alone 
. so often overlooked ... can 
save many dollars by eliminating 
nameplates or other identifying at- 
tachments usually required. 


HITCHINER 


MANUFACTURING COMPANY, INC. 


MILFORD 55, NEW HAMPSHIRE 
For More Information Write No. 171 
on Inquiry Card—Page 32 
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If accuracy is an important part 
of your product, don’t overlook 
Ex-Cell-O’s experience in working 
to precise dimensions when you spec- 
ify component parts and assemblies! 


Ex-Cell-O precision aircraft and 
miscellaneous production parts rep- 
resent special metalworking skills; 
the finest equipment for close- 
tolerance machining; extra care in 
testing, assembly and inspection; 
modern heat treating and chemical 
finishing methods; and 2.5 million 
square feet of facilities devoted to 
design, development and manufac- 
turing of precision products. 


Contact your local Ex-Cell-O 
Representative, or send your print 
or parts specifications directly to 
Ex-Cell-O for a prompt quotation. 


59-61 
EX-CELL-O FOR PRECISION 


CORPORATION 
OETROIT 32, MICHIGAN 


EX-CELL-O PRECISION PRODUCTS INCLUDE: MACHINE TOOLS © 

GRINDING AND BORING SPINDLES * CUTTING TOOLS © RAiL- 

ROAD PINS AND BUSHINGS * DRILL JIG BUSHINGS * TORQUE 

ACTUATORS * THREAD AND GROOVE GAGES * GRANITE SUR- 

FACE PLATES © AIRCRAFT AND MISCELLANEOUS PRODUCTION 
PARTS © DAIRY EQUIPMENT 


“ RRP Rat 
_ “e, :. 
Whatever your requirements in size, quantity, cost or service, you can take 
advantage of Ex-Cell-O's ability to combine toolroom accuracy with the 
machines and manpower needed for volume production of precision parts. 
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SERRATION 
CUTTING BROACH 





SPIRAL 
SPLINE BROACH 


wenn 


INVOLUTE SPLINE 


SHELL-TYPE BROACH 






rUL! 


Care in the creation of Continental 
Broaches takes precision manufac- 
turing a step beyond the exactness 
of quality control. Thirty years of 
broachmaking—designing and pro- 
ducing thousands of standard and 
custom-made broaches—assures un- 
matched efficiency and performance 
from CTW Broaches. 


Find out how Continental's experi- 
ence in broach engineering, modern 
heat treat methods and cost-saving 
production processes can cut down- 
time and increase output in your 
operation. Call your local Ex-Cell-O 
representative, or contact Ex-Cell-O 
Detroit; in Canada, Colonial Tool 
Co., Ltd., Windsor. 


59-14 


TOOL 


) €TW) 
ontinental ze, 


DIVISION OF 


CORPORATION 
DETROIT 32, MICHIGAN 


CARBIDE-TIPPED BROACH SECTIONS 
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Hold it © 
..with Hindley 
Cotter Pins 


‘4 ~ 


styles and sizes. Uniformly made for fast 
assembly. Write for folder. 


Hindley Manufacturing Co., Cumberland, R. |. 
Wire Hardware + Cotter Pins - Plumbing Specialties 


For More Information Write No. 173 
on Inquiry Card—Page 32 
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E ven THE spiritual approach 
doesn’t help these days in smooth- 
ing labor-management relations. 
A news flash in “The New York 
World-Telegram and Sun” for 
August 4 read, “A meditation 
meeting that lasted 2 hours and 
15 minutes produced ‘no change’ 
in the status of the nationwide 
steel strike, now in its 21st day, 
a federal mediator reported.” 


P icxinc OUT “newsbreaks” 
of that type from other publica- 
tions is one of the milder pas- 
times of editors. It’s best not to 
get too smug about it, though. 
Nobody’s perfect in this business, 
as we discover to our sorrow 
occasionally. Most writers and 
editors get a kick out of their 
own boners, particularly when 
coincidence doubles the comic 
value of the mistake. For ex- 
ample, the drama editor of The 
New York Times must have 
thought it blinkin’ funny when 
he read a news item in his own 
section that said the American 
play, “A Risin In the Sun” had 
been applauded by the audience 
and received coolly by the press 
at its London premiere. 


T ypocraPHIcaL errors and 
unconscious misuse of words in 
print are generally understand- 
able. We're less inclined to take 
a charitable view of those who al- 
most deliberately distort words— 
either in speech or in print. The 
business of expanding simple 
everyday words with superfluous 
syllables really hurts. Why do so 
many people these days have to 
say analyzation when they mean 
analysis? 


Iw GENERAL, our staff is mod- 
ern, forward-thinking, and pos- 
sessed of great faith in the 
American way of life and _ its 
future. But at least one has a 
streak of “the good old days” 


mentality in him and regularly 
demands that we warn our read- 
ers that this brave new world we 
live in isn’t so hot after all. So, 
as a concessiort to him, we re- 
print a photo and some price 
data that appeared in an ad in 
one of our issues just 35 years 
ago: 


uality Cars até 
Quantity Prices + 


” 


The price for that Chevrolet 
Superior Sedan (fob. Flint, 
Mich.) was just $795. Other 
Chevvy prices listed: 

Superior Roadster 

Superior Touring 

Superior Utility Coupe .. 

Superior Commercial 
Chassis 

Superior Light Delivery 495 

Utility Express Truck 
Chassis 

Come to think of it, those old 
days really must have been good. 
Just look at that job! Think of 
being able to sit upright in an 
automobile! Think of being able 
to get in a car without cracking 
a kneecap! Think of being able 
to see while driving! Price is no 
object—bring back the old cars! 


Cartoons don’t ordinarily 
rate the description “classic”, but 
there are some that come close 
to deserving a permanent place 
in literature. They have that spe- 
cial quality of being somewhere 
between sheer absurdity and 
realism—in which area most of 
us spend our lives, whether we 
realize it or not. 

One of those cartoons appeared 
in “The New Yorker” several 
years before World War II. We’ve 
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never forgotten it completely and 
it came back forcefully the other 
day when a P.A. was telling us 
about some of his traffic problems. 
It showed an American naval 
officer commanding a blimp 
screaming at the navigator as the 
craft passes over the Parthenon, 
“We were supposed to go to 
Athens, Georgia!” 

This is the story that reminded 
us of the cartoon: 

“Not long ago we ‘phoned a 
vendor to track down an item we 
had ordered on an emergency 
basis. He was angry. Told us 
we didn’t know what we had re- 
ceived, and he had the express 
receipt in front of him to prove 
it. He had a receipt all right— 
from Richmond, Virginia. That’s 
what happens to at least 5% of 
the items we’re in the biggest 
hurry for. They get shipped, be- 
cause of vendors’ mistakes, to 
Richmond, Virginia, instead of 
Richmond, Indiana, where our 
plant is!” 

And what’s new in Richmond, 
California? 


New PROPHETS without hon- 
or in their own country are aris- 
ing. The Fifth International 
Automation Exposition and Con- 
gress has been postponed for two 
years. “The public will have to 
be educated to the great pos- 
sibilities and sound economic 
reasons for automation,” a spokes- 
man said. “Meanwhile, we pio- 
neers will have to mark time.” 


Tuere’s SOME kind of trend 
developing in publicity circles. A 
recent release on a new tool was 
backed with a piece of cardboard 
cut from a campaign poster. The 
poster boosted a Democrat for 
State Treasurer. What’s the trend? 
Your guess is as good as ours. 
Maybe it’s just a _ cost-cutting 
drive. Maybe it’s part of a Demo- 
cratic plot to infiltrate Big Busi- 
ness. Maybe it’s just the work of a 
sadistic mail clerk who likes to 
cut up pictures of Democrats, 
stick pins in pictures of Repub- 
licans, etc. 
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FOR SPECIALTY WIRE 


fine enough for this oxygen filter 


Prentiss alloy steel wire is 
woven into this tiny filter—fine 
enough to filter minute amounts 
of moisture from oxygen in an 
aircraft oxygen line. 


or tough enough to reinforce 
this pile-driver steam hose, 


Sturdy Prentiss steel wire is 
braided into the heavy-duty 
steam hose which transmits 
power to this pile driver. 


Prentiss has the wire know-how 


How often must you find a special Whether your application calls 
grade of wire for a specialty use—a for the finest weaving wire or the 
product that just can’t be made strongest reinforcing wire—in reg- 
with a standard wire? ular or unusual alloys—give the 
These are the times when Prentiss problem to Prentiss. 

should come especially to mind. Send for our Prentiss Wire Prod- 
For, while Prentiss excels in the ucts folder that proves our point. 
standard grades of coppered, tinned, Address Prentiss Wire Mills, River- 
galvanized, and liquor-finished wire side-Alloy Metal Division, H. K. 
in many ferrous and non-ferrous Porter Company, Inc., Holyoke, 
metals, it’s in the wire specialties Massachusetts, or call JEfferson 
we can most dramatically serve you. 6-6481 in Holyoke. 


RIVERSIDE-ALLOY PORTER METAL DIVISION 


H. K. PORTER COMPANY, INC. 


PORTER SERVES INDUSTRY: with Rubber and Friction Products—THERMOID DIVISION; Electrical Equipment 

DELTA-STAR ELECTRIC DIVISION, NATIONAL ELECTRIC DIVISION; Specialty Alloys — RIVERSIDE-ALLOY METAL 

DIVISION; Refractories—REFRACTORIES DIVISION; Electric Furnace Steel— CONNORS STEEL DIVISION, VULCAN-KIDD 

STEEL DIVISION; Fabricated Products—DISSTON DIVISION, FORGE AND FITTINGS DIVISION, LESCHEN WIRE ROPE 

DIVISION, MOULDINGS DIVISION, H. K. PORTER COMPANY de MEXICO, S. A.; and in Canada, Refractories, “Disston” 
Tools, “Federal” Wires and Cables, “Nepcoduct” Systems—H. K. PORTER COMPANY (CANADA) LTD. 


For More Information Write No. 174 on Inquiry Card—Page 32 
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IT PAYS TO STANDARDIZE ON STANSCREW 


Stanscrew provides faster service, 
adds safety for compressors 


The fasteners this man is tightening must be 
really dependable. Dunham-Bush, therefore, 
maximizes the safety margin for its Brunner 
line by standardizing on Stanscrew heat-treated 
cap screws for all critical applications. 


With tremendous production demands on its 
Hartford plant due to industry’s preference for 
Brunner compressors, Dunham-Bush also de- 
mands a supplier who provides quick assistance 
on all occasions, and moves especially fast in 
emergencies. Stanscrew meets these require- 
ments because complete stocks are maintained 
at three conveniently located plants . . . plus 
a management philosophy which looks on ship- 
ments within 24 hours as normal procedure, 


i itl 


subject to drastic improvement in emergencies. 

Fast delivery and reliable products are but 
two of many reasons more and more industrial 
leaders are switching to Stanscrew. A complete 
selection of over 5,000 different standard fas- 
teners . . . experienced fastener specialists to 
provide qualified technical assistance . . . these 
and many other factors underline the advan- 
tages of specifying Stanscrew for your fastener 
requirements. 

Why not call your Stanscrew distributor today. 
He will gladly arrange a prompt visit from the 
Stanscrew specialist who can often save ‘you money 

. for example, by substituting a standard fas- 
tener for a costly special. 


STANSCREW FASTENERS 


VuVV 


STANDARD SCREW COMPANY 


CHICAGO | THE CHICAGO SCREW COMPANY, BELLWOOD, ILLINOIS 
HMS | HARTFORD MACHINE SCREW COMPANY, HARTFORD , CONNECTICUT 
WESTERN | THE WESTERN AUTOMATIC MACHINE SCREW COMPANY, ELYRIA, OHIO 


2701 Washington Boulevard, Bellwood, Iilinois 
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CT AWY LCoFE TD GIVES LOCAL SERVICE 


ALL OVER THE PACKAGING MAP 


At every important packaging crossroads, coast to coast, 


there’s a Gaylord Container plant or office to serve you. 
Your inquiry brings a quick reply — with no detours 
through channels or over mountains of red tape. 


Avoid the byroads. Take the high road to full packaging flexibility. 


Go Gaylord. Call your friendly nearby G-Man today. 
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CONTAINER CORPORATION 
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HEADQUARTERS, ST. Louis 
PLANTS COAST TO COAST 





Division or Crown Zellerbach Corporation 
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they both weigh 74 pounds... 


One is worth its weight in protection for the 
other as a rubber bumper on a ““Dodgem” 


car in amusement parks. 


From rubber or rubber-like parts as large 
as these to precision components weighing less 
than a gram—and for practically every 
condition you can think of... your 
nearby ORCO “Customeering’’* 


man is familiar with them all. 


So get the advantage of the experience 
that has put Ohio Rubber 
““Customeered’’* components in 
Outstanding original equipment in 
every industry. Write to The Ohio 
Rubber Company, Willoughby, 
Ohio. 9PAl 


me OHIO RUBBER company 


Willoughby, Ohio 


A DIVISION OF THE EAGLE PICHER COMPANY 


*Trade marks of The Ohio Rubber Company 





Highlights of This Issue 





“ All About Purchasing People 


The best-organized departments, the most ef- They last 


ficient procedures, are hollow shells if you haven’t 
got good people to go with them. But where do 
you get them and how do you hold them? In our 
current Purchasing Opinion Poll on personnel 
problems, your fellow P.A.’s answer these and 
other questions about their staffs. Check their 
answers against your own experience. 

See p. 11. 


¥ P.A.—Villain or Hero? | ~ ae 
| . ; 
Purchasing agents who have been flattered by | : Quy, 


management’s conception of them as_ profit- 


makers may not know that certain other people 
have a dimmer, dirtier view of them. Our Editor 
takes a look at some anti-purchasing propaganda 
and sets the record straight. See p. 37. 
CASTERS : WHEELS 


All types of rubber treads—soft, 
medium and hard—for smooth 
operation on all kinds of floors. 


~“ An Equipment Buying Program 


“Many purchasing managers are so engrossed in 
other programs that they have done little to im- 


prove their buying of capital equipment” accord- 
ing to a buyer for a large company. He suggests 
a plan of action for developing new and better 
techniques for equipment purchasing. The plan 
takes in policies, job standards, personnel, and 
controls. See p. 45. 


“ Money Isn't Everything, But... 


As the people who spend most of it in industry, 
purchasing agents should be real experts on the 
subject of money. But a lot of them are scared 
off by the technical jargon of the financial world 
and remain uncertain about the nature of money 
and its place in business. Purchasing executive 
and regular contributor Eugene Page devotes his 
latest article to basic facts about money. 

See p. 48. 


“ Special Steel Report 


How much steel does industry have in inventory? 
How long can metalworkers keep producing if 
the steel strike continues? Do P.A.’s want the 
government to intervene in the steel deadlock? 
To find out, PurcHAsING Magazine made a special 
survey of more than 1000 P.A.’s. See p. 7. 





Featuring Neoprene rubber treads 
- resistant to oxidation, oils and 
waxes as well as being unaffected 
by most chemicals - expertly com- 
pounded to Darnell standards. 


All casters, whether steel or rubber 
tread, available in swivel and 
stationary models with various top 
plates, stems and fittings for any 
type application. 


DARNELL 


casters and wheels 


Always 


SWI EL. and ROVER 


They do a 
better job 


Coming in Future Issues DARNELL CORPORATION, Ltp 


How Western Electric Buys—September 28; DOWNEY (LOS ANGELES COUNTY) CALIFORNIA 
The National Business Show Issue, a com- 37-28 SIXTY-FIRST ST., WOODSIDE 77, L. 1, N. Y. 
prehensive review of the latest in office pro- 36 NORTH CLINTON STREET, CHICAGO 6, ILLINOIS 
cedures and equipmernt—October 12. 
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B. TUCSON 
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F FORT WAYNE DAYTON WASHINGION DC 
s 
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.» 


LOUISVILLE 


ST. LOUIS EVANSVILLE 


\ . 
Sep OWENSBORO 
NASHVILLE 


* Shorter alternate route 
between Los Angeles and Chicago 
cuts miles off D-C’s 


coast-to-coast system! 


When SERVICE is important, you’ll be miles ahead when you 

ship via D-C’s MILE SAVER ROUTE. Shortens the distance between 
Los Angeles and Chicago — brings the East and West Coast 

miles closer — makes D-C’s DIRECT SERVICE even more direct! 


Try D-C’s MILE SAVER ROUTE on your next shipment — you'll discover 
why D-C is the coast-to-coast choice for coast-to-coast service! 


DENVER CHICAGO TRUCKING CO., Inc. 
THE ONLY DIRECT COAST-TO-COAST CARRIER! 
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Purchasing 


and Profits 


PuRCHASING MAGAZINE 
Aucust 31, 1959 


THE PURCHASING AGENT is often pictured as one of the big 
heroes in the battle against shrinking profit margins. A good 
case can be: made for casting him in the role. All you have 
to do is figure how much a company must increase its sales 
to make a profit equal to a 2-3% reduction in purchase costs. A 
ratio of 10 to 1 is not unusual in the average company. 


Profits are good this year, and purchasing may well claim a 
fair amount of credit. “There is no question,” says the First Na- 
tional City Bank of New York, “but that 1959 earnings are be- 
ing helped significantly by better cost controls achieved during 
the recession.” Certainly purchasing has come through with 
“better cost controls” in many companies in the past couple cf 
years. 


But profits are still not what they should be, according to the 
bank. During 1946-50, manufacturing corporations realized an 
average net profit of 7¢ on the dollar. In the latest five-year 
period (1954-58) net profit on the sales dollar slipped to 5.9¢. 


Right here the plot thickens. The man who is a hero in his own 
company now becomes the villain to companies he does business 
with. It’s referred to only obliquely in print, and you won’t hear 
it in any speeches, but the P.A. is portrayed in some quarters as 
a hard-hearted price buyer driving legitimate suppliers to the 
wall. Because he favors competition and negotiation, he’s con- 
sidered unfair, unsporting, and vaguely unAmerican. His tactics 
are blamed for driving profit margins lower and lower. Let’s 
keep prices and profits at a sensible (i.e., high) level, the argu- 
ment goes, and we'll all be happy. 


This kind of thinking isn’t new. It recurs in every buyer’s 
market—notably in 1928, when a beleaguered N.A.P.A. had to 
deny publicly that purchasing agents were causing the so-called 
“profitless prosperity.” Purchasing has come of age now, and 
there’s little need to justify its methods. But for your own 
amusement and to keep the record clear, you might point out 
to those who groan and moan when purchasing carries out its 
responsibilities, that: 


@ There’s nothing in economic, civil, or moral law that sets 
profit margins at a certain level; 

@ Prices depend not on patriotism but on the forces of sup- 
ply and demand. Generally speaking, the supplier who can’t 
compete simply doesn’t belong in the market. 

@ Very few P.A.’s will try to deprive a supplier of a fair 
profit. This isn’t a matter of sentiment. Purchasing needs good 
suppliers as much as it needs good prices. 

@ The high-priced supplier who’s too spoiled and too lazy 
to get out and battle competition may turn out to be as unAmeri- 
can as any Bolshevik—if he lasts. 


| 





How Ryerson helped Stainless buyer 


solve missile component problem 


Titanium stringers in stainless forged bars were recently 
creating a difficult problem for a manufacturer of mis- 
sile parts. The purchasing agent, with today’s ‘‘value- 
analysis viewpoint,” tackled the problem himself. His 
first step: call in a Ryerson representative. 

Selection of the wrong type of stainless was found to 
be the cause of the trouble. The Ryerson man pointed 
out that stringers are inherent in Type 321 stainless 
then being used. He recommended switching to Type 


To ee 


Increased Value in Buying Metals 
Ask about this Ryerson Plan for 1959 


347 stainless. Result: the same stabilized corrosion 
resistance and strength—but no titanium stringers. 


This is just one more example of value-analysis team- 
work between alert P.A.’s across the country and 
their Ryerson specialist —a close association that in- 
creases the value of their metal-buying dollars. Put 
Ryerson on your value-analysis team. A discussion with 
your Ryerson I.V.B.M. specialist will show how you 
can get Increased Value in Buying Metals from Ryerson. 


RYERSON STEEL 


Member of the <Q)» Stee! Family 


STEEL « ALUMINUM «+ PLASTICS «+ METALWORKING MACHINERY 
NATION'S MOST COMPLETE SERVICE CENTERS IN PRINCIPAL CITIES COAST TO COAST 
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Two Ways to Better Buying: 


SPECIALIZATION 
AND AUTOMATION 





Specialist buyers are relieved of such details as ex- 





Procurement in the Hoff- 
man Laboratories Division of 
Hoffman Electronics Corp., Los 
Angeles, features “automated 
flexibility”. It involves the use of 
computers to minimize drudgery 
and to find solutions to complicat- 
ed buying problems. 

The Laboratories Division, larg- 
est of Hoffman’s four, produces 
military electronic and electro- 
mechanical equipment. It also de- 
velops new and more sophisticated 
weapons systems. 


Buy for Their Own 


According to Robert A. Ging- 
rich, director of materiel for the 
division, the four divisions are 
operated independently as far as 
purchasing is concerned, because 
of diversified interests and objec- 
tives. 

“For example,” Gingrich ex- 
plains, “each division has its own 
materiel department with pur- 
chasing personnel. They buy only 
the requirements of their division. 

“The dollar value of most or- 
ders that might be placed for the 
entire company is relatively small. 
Issuing these orders on a corpo- 
rate basis would create coordina- 


John Starr is a free-lance writer who re- 
ports regularly on industrial purchasing 
practices on the West Coast. 
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pediting. Computers and tab machines are used to 
speed and control paperwork. As a result, special 
problems in defense buying are handled swiftly and 


efficiently. 
By John Starr 


tion problems which would more 
than offset any savings that might 
be realized from combined order- 
ing.” 

Nevertheless, there are some 
instances—as in the negotiation 
of lease agreements for cars, 
trucks, ete.-—when Hoffman’s top 
management has found it worth- 
while to have Gingrich act in his 
capacity as senior procurement 
man for all four divisions. 


100-Man Group 


Gingrich heads a group of 100 
employees whose responsibilities 
include factory scheduling, in- 
ventory control, receiving, proc- 
essing of engineering releases, and 
the preparation of bills of mate- 
rials, etc., in addition to purches- 
ing. 

Buying is the responsibility of 
eight men headed by John F. 
Pullo, Jr., division purchasing 
agent. Each buyer is a specialist 
in the procurement of a group of 
related items, and as Gingrich 
puts it: 

“He’s expected to devote his 


time strictly to the business of 
buying.” 

The buyer is not directly con- 
cerned with expediting. He re- 
tains prime responsibility, how- 
ever, for materials being received 


on schedule. 


Buyers Don't Expedite 

Expediting is done by a non- 
buying group under the super- 
vision of the purchasing agent. 

“We work on the theory that a 
buyer’s time should be diluted as 
little as possible,’ Gingrich says. 
“Past experience has indicated 
that the buyer with direct follow- 
up responsibilities will often 
spend too much of his time ex- 
pediting. On the other hand, we 
have found that buying and ex- 
pediting groups with too much 
independence may defeat their 
own purposes. Considerable co- 
ordination is required to provide 
the proper balance of effort.” 

While Hoffman Laboratories Di- 
vision has four different plant lo- 
cations in Los Angeles, purchas- 
ing is—with one exception—done 
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from a centralized location. The 
exception is the division’s elec- 
tromechanical plant, which does 
its own buying under Gingrich’s 
policy direction. 

Products of the Laboratories 
Division encompass a great vari- 
ety of electronic end-items and 
systems, on which the state of 
electronic art is constantly ad- 
vancing. Thus, procurement is 
coping with new buying problems 
daily in the search for new and 
unusual parts. Also, many mili- 
tary contracts call for the fabrica- 
tion of components and systems 
in limited quantities. 

To cope with the difficulties of 
limited quantity purchasing, the 
division has several buyers who 
can best be described as “source 
specialists’—since they are gen- 
erally more concerned with find- 
ing sources of supply than with 
price. However, they are expected 
to locate multiple sources when 
possible so that the most favor- 
able prices can be negotiated. 

Where sources of supply have 
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been established, and it is obvi- 
ous that a number of small or 
miscellaneous purchases will have 
to be made at odd times over a 
long period, procurement time 
and money are saved by issuing 
blanket purchase orders. Engi- 
neering or shop personnel can 
draw against these on short notice. 
The number of blanket purchase 
orders in effect at any given time 
ranges from about 20 to 25. Each 
is automatically terminated after 
a period that cannot exceed 30 
days. 

A second group of buyers is 
primarily concerned with buying 
for production contracts. Most of 
the division’s procurement dol- 
lars are expended by this group; 
and, since a growing number of 
Hoffman Laboratories’ prototypes 
are nearing the large-scale pro- 
duction stage, it seems quite prob- 
able that divisional expenditures 
(which are now approaching $20,- 
000,000 a year) will in the fu- 
ture involve substantially greater 
quantities of production parts. 


TEAM Buys Weapons 


“In buying for production,” 
Gingrich says, “we work against 
extremely tight budgets. We place 
a great deal of emphasis on nego- 
tiation in order to come up with 
the most economical price.” 

Another important requirement 
results from Hoffman’s TEAM op- 
erations, H. Leslie Hoffman, presi- 
dent of Hoffman Electronics Corp., 
orginated the TEAM (Total En- 
gineering and Administrative 
Management) method of bidding 
on weapons systems contracts. 
This briefly involves the organiza- 
tion of a group of companies 
whose varying capabilities are 
such that, by making a joint or 
team effort, they can handle jobs 
which none of the member firms 
could otherwise handle individ- 
ually. 

In a TEAM plan the prime con- 
tractor is the TEAM leader. How- 
ever, the remaining companies 
are not “subcontractors” in the 
usual sense of the term, but 
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might more accurately be called 
associate TEAM members—since 
they are responsible for research 
and development work in their 
respective fields. Consequently, 
the TEAM concept is benefiting 
the government by increasing the 
number of bidders (TEAMS in 
this case) capable of handling 
the Division’s weapons systems 
contracts. 

When Hoffman Laboratories 
Division sets out to put together 
a TEAM to bid on a major project, 
it is Gingrich’s responsibility to 
help screen prospective members 
and to establish necessary paper- 
work with the associates. There- 
after, of course, all members of 
the TEAM may independently 
procure materials and parts from 
vendors they respectively prefer. 
However, they do find it a mat- 
ter of self-interest to help one 
another find solutions to buying 
problems. 

To promote good vendor rela- get ee ng 
tions, Gingrich requires both 7.0, Mo, 


3 : 1. Bids not req'd, or possible because of: 
buyers and their supervisors at Part No. 
& 


+ Delivery. 

all levels to visit suppliers’ plants . Catalog item or standard price 
‘ + Competitive bids were recently rec'd on 

as much as possible. He also en- . Proprietary item, determined by 

courages vendors to visit Hoff- S. Semmes eagqunsned.ty extgtnenee —— a ies 

man Laboratories, and to have a F. Rebuy-Moving tools, dies, etc. prohibitive Date 

on ot ene of Ge peguend ‘Sta Goatees os tn oe ces 

displays that adorn the walls of Sealed ) 

his office. 

“We set up display boards,” 
he explains, “because we often 
find that they help principals 
and/or sales _ representatives 
learn of new parts or applica- 
tions—or offer alternate com- 
ponents. This helps us in the con- 
stant search for better parts at 
lower prices.” 

A “vendor rating chart,” which 
Gingrich and his associates use 
as a tentative yardstick in re- 
viewing the past performances of 
vendors, presently lists some 2000 
suppliers. But, for various rea- cente ieed entiee, 10 te 
sons, many of the listed firms (Wendor) (Wate) (Quantity) Trice) 
haven’t had orders from Hoffman 
Laboratories for periods of more 
than a year. 

“We are currently reviewing 
our records,” Gingrich avers, “in 
order to reduce the chart to the 
point where it bears nothing but 
the names of our active vendors. 
When the review is complete, I 
imagine the chart will be about Sean died ” cin’ " " 

» § g data must be prepared for large awar enerally in excess 
erry re be ics gesont of $10,000). Orders of this type may also der eel aa Purchase 


: . ‘ Review Board, the division president, and corporate management, de- 
cutting ideas from suppliers, pending on circumstances, 


Materiel Director Robert A. Gingrich starts a conference with Production 


Control Manager Roger B. Elgin (left) and Purchasing Agent John F. Pullo, 
Jr. (right) on a light note. 
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Ten-part purchase order has cardboard expeditor’s copy, with dates run- 
ning down side. Spaces for tallying receipts and rejections also appear on 
inspection, accounting, and receiving copies. Note measurement code in 


right hand corner of order. 


Gingrich’s department maintains 
very close liaison with engineer- 
ing. Mainly as a result of their 
contacts, both organizations now 
have value analysis programs. 
“We continuously work with 
engineers to investigate potential 
substitutes,” Gingrich reports. “In 
many instances, the resulting 
savings are big and important. 
“In one case, engineering sent 
us a design for a major sub- 
assembly—which, though opera- 
tionally practical, would have 
been exceedingly expensive to 
produce. Our methods and pur- 
chasing people examined it care- 
fully, then sent it back with sug- 
gestions for changes in material 
specifications and processes. These 
would have reduced unit pro- 
duction costs about $50. In turn, 


the design engineers took another 
close look at the design and re- 
vamped it so that still greater 
cost reductions could be made. 
After several more trips to and 
from materiel and engineering 
departments, the design was re- 
fined to the point where unit 
cost was reduced more than $100. 
We are still using this sub-as- 
sembly, and our savings in this 
connection are now well over a 
million dollars!” 

Automation in the division’s 
materiel division is accomplished 
by IBM tabulating equipment. 

“Our use of computers begins,” 
Gingrich says, with the issuance 
of an engineering release con- 
sisting of detailed specifications 
and drawings. Each is supported 
by a tabulating card partially 


completed by engineering. The 
card bears a part number and 
must be reviewed, approved, and 
assigned various code numbers 
by production control personnel. 
The code numbers indicate such 
things as ‘make or buy;’ and they 
may classify the project for 
scheduling purposes, accounting, 
and buyer section. 

“The codes are next key 
punched and form a master con- 
trol deck of tabulating cards, 
which are first used for the is- 
suance of a manufacturing bill of 
material, Later they are used for 
many other control and statisti- 
cal purposes. 

“Also, the cards control pur- 
chase requisitions; receiving re- 
ports; annual physical inventory; 
stock-room to production releases; 
back-order and shortage reports; 
tool control; vendor evaluation 
reports; defective material sta- 
tistics; machine loading and shop 
scheduling; spare parts ordering 
data; and engineering parts lists. 

“For example, a card may be 
used to machine-produce a pur- 
chase requisition which indicates 
requirements for a given part. 
Thereafter, the card goes to the 
receiving room where we nor- 
mally have a bank of 10,000 cards. 

“Following the delivery of a 
given part, receiving makes a 
pencil notation on an appropriate 
card and the latter again goes 
through tabulating. Thus, the 
history of the part is maintained 
from the time its design is com- 
pleted to the day it reaches the 
production floor. 

“Since it is a simple matter to 
use punched cards to obtain 
back-order or shortage reports, 
our entire material control opera- 
tion is automated for all practical 
purposes.” 

Gingrich feels that automation 
in his department is most advan- 
tageous in that it makes needed 
information available with un- 
precedented promptness. Such 
information, he adds, is not 
necessarily more accurate than 
data previously obtained—since 
data preparation is still funda- 
mentally dependent on the hu- 
man element. However, it is at- 
tainable with much less human 
effort and less storage space for 
records is required. All of which 
adds up to a better job. 
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Industry Backs 


New Military 


Buying Bill 


Strong support for S 500, a bill 
designed to streamline and improve 
military purchasing, was voiced by 
representatives of industry at a 
recent meeting of a Subcommittee 
of the Senate Armed 
Committee. 

Among those who testified before 
the committee in Washington were 
Editor Paul V. Farrell and Execu- 
tive Editor Dean Ammer of 
PURCHASING Magazine. Another 
witness was Louis J. De Rose, 
head of L. J. De Rose Associates 
and editorial marketing consultant 
to the magazine. 

S 500, sponsored by Sen. Leverett 
Saltonstall (Rep., Mass.), is de- 
signed to permit the military to 
buy much the way industry buys: 
competitively, at fixed prices not 
subject to renegotiation, and with 
a minimum of elaborate, restrictive 
specifications. It also encourages 
wider use of the weapons-system 
concept in military purchasing. 

Highlights from Farrell and 
Ammer’s presentation are printed 
below. Sections of Mr. De 
testimony on the following page. 


Se rvice s 


Rose's 


Purcuasine is a big job in 
private industry just as it is in 
government. In both, however, it 
is remarkable how long it took 
for the importance of the pro- 
curement function to be recog- 
nized. Early in our history, gov- 
ernment purchases were one way 
the group in power could reward 
itself or its friends. Reforms were 
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made and government buying 
entered a second phase: adver- 
tised bidding. And now military 
buying, at least, has entered a 
third phase: roughly 85% of pur- 
chases are made by competitive 
negotiation. 

There are also three distinct 
phases in industrial buying. The 
first phase lasted until about 
1900. Up to that time, very few 
companies had organized pro- 
fessional purchasing departments. 
In most of them, the shop fore- 
man was king. He did his own 
hiring, firing, scheduling and 
buying. Personal friendship was 
probably more important than 
economic factors in selecting 
supply sources. In many cases, 
there undoubtedly was consider- 
able corruption. 


Purchasing Gains Recognition 


Managements gradually be- 
came aware that considerable 
savings could be made by set- 
ting up separate departments that 
specialized in buying. So indus- 
trial purchasing entered its sec- 
ond phase, in which it used meth- 
ods roughly comparable to the 
advertised bidding techniques 
used by government buyers. The 
industrial purchasing agent took 
specifications from his engineers 
and other technical people, solic- 
ited bids from qualified sources, 
and placed orders with the sup- 


Louis De Rose, left, answers a ques- 
tion from the sponsor of S 500, 
Senator Saltonstall. 


pliers offering the most advan- 
tageous terms of price, quality 
or delivery. 

Early in this second stage, the 
industrial buying process re- 
sembled the advertised bidding 
procedure used by government 
much more closely than it did 
later on. In both cases, the buyer 
was essentially an administrator 
of various forms and records. He 
was expected to keep accurate 
records but no one became con- 
cerned if he knew little or no- 
thing about what he was buying. 

Thanks to the efforts of pur- 
chasing men themselves working 
through the National Association 
of Purchasing Agents industrial 
managements came to realize 
that they were missing some- 
thing by not insisting that their 
purchasing men be than 
first-rate clerks. 

A purchasing agent who limits 
himself to mailing out specifica- 
tions to a list of suppliers and 
then tabulating the bids he re- 


more 
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Buying "By the Book" 
Stifles Initiative 


Contractors and subcontrac- 
tors to the military, said Mr. 
De Rose, are forced to “buy by 
the book”, i.e., comply strictly 
| with highly restrictive govern- 
ment regulations. “The result is 
often routine and mediocre pro- 
curement,” he said. 

He listed these typical in- 
dustry practices resulting from 
_ “imposed yardsticks of the law: 

Invitations to bid to sources 
with little or no experience be- 
cause “the contracting officer 
insists on at least three bids”; 

Disregard of factors like ap- 
plication engineering and pre- 
liminary design effort at the bid 
evaluation stage; 

Preparation of detailed 
specifications, even on vendor- 
designed items, to permit com- 
petitive bidding. Results: dupli- 
cate engineering responsibility, 
lost lead-time, and tendency of 
} suppliers to bid to minimum 
} requirements; 

Placement of vague and ill- 
defined research and develop- 
}ment on fixed price contracts 
_ because these may not require 
' contracting officer approval; 
| Delay in placing orders and 
‘subcontracts because the con- 
' tracting officer has not approved 
| procurement documents. 
| Competitive bidding on low- 
}cost items, where the bidding 
} costs more than the item; 

Small quantity, repetitive 
buying through competitive bid- 
} ding on CPFF primes, causing 
} lost lead-time, shortages, high 
| prices, excessive inventories. 

“S 500,” Mr. De Rose de- 
} clared, “will alter the language 
/of the ‘book’ and permit a 
' more realistic climate for effi- 
} cient procurement.” 











Purchasing Magazine 
editors Dean Ammer, 
left, and Paul Farrell 
testifying before mem- 
bers of the Senate 
Armed Services Com- 
mittee. 





ceives is nothing more than an 
automaton. But a_ purchasing 
agent with initiative and imagi- 
nation working in an environ- 
ment that gives him some flexi- 
bility can accomplish wonders. 
He can: 

1. Call upon the technical re- 
sources of suppliers. Even small 
companies have hundreds of sup- 
pliers with a myriad of skills. An 
able purchasing executive can 
get this supplier’s know-how ap- 
plied to his own company’s prod- 
ucts and thereby multiply the 
efficiency of his company’s re- 
search and development. 

2.Work with his own technical 
people on mew products and proc- 
esses. Procurement know-how is 
extremely important in the early 
design stages of a product. In 
many cases, the purchasing man 
can suggest a standard commer- 
cial product that will do the job 
cheaper and better than a cus- 
tom-engineered component. In 
others, he may be able to steer 
design people to more readily 
available materials, standard 
parts, etc. 

3. Negotiate contracts that 
bring lower costs. Modern buying 
is more than a numbers game. 
The topflight purchasing man ap- 
plying cost analysis and other 
techniques considers total costs 
for the duration of a contract 
and is thus better able to keep 
costs down than he possibly 
could by simply comparing one 
quotation with another. 


Applies to All Commodities 


Thus, in its most advanced 
stage, modern industrial procure- 
ment not only permits goods to 
be purchased at substantially 
lower prices but is also the source 
of ideas for technological change. 


This modern approach is being 
applied not only in industries 
making extremely complex prod- 
ucts like aircraft engines and 
automobiles, but also to relatively 
simple products. 

Regardless of the product, 
modern procurement techniques, 
used by purchasing men with 
authority and flexibility to do a 
complete job, bring enormous 
benefits. Many companies have 
been able to reduce purchase 
costs as much as 5% by using 
just one of the modern tech- 
niques: value analysis. 

Thus private industry is profit- 
ing from having entered the third 
stage in the evolution of the pro- 
curement function. Government 
purchasing can profit equally 
through successful application of 
its counterpart: competitive ne- 
gotiation. Even simple items can 
be reduced substantially in cost if 
purchasing is not locked into the 
straitjacket of advertised bidding, 
but is permitted to take full ad- 
vantage of vendor know-how 
by making use of competitive 
negotiation. 

We believe that only through 
intelligent competitive negotia- 
tion can the government pur- 
chase even relatively simple 
items at optimum cost. Thus, we 
recommend that competitive ne- 
gotiation be applied not only to 
complex weapons systems but 
also to everyday items. S. 500 is 
a step in the right direction. It 
recognizes competitive negotia- 
tion as a legitimate procurement 
technique rather than as an ex- 
ception to a general rule requir- 
ing advertising for bids. But ul- 
timately, we feel, even greater 
use should be permitted of the 
many techniques of competitive 
negotiation. 

Consistent with this, we feel 
that government buyers should 
be permitted to use performance 
specifications and the weapons 
system concept when they feel 
that the government can gain by 
giving suppliers more flexibility 
on design details. We also feel 
that, where possible, government 
should buy the way industry 
buys—with competitive negotia- 
tion and fixed prices not subject 
to renegotiation. The end result, 
industry experience proves, is 
lower prices. 
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P.A.’s should try to orient engineers’ 
thinking toward functional rather 
than trade-name or structural speci- 
fications. For example in a case de- 
scribed in this article, Westinghouse 
received proposals for certain equip- 
ment ranging from $25,000 to $200,- 
000 when they specified functional 
requirements. 


Whirs THE continuing squeeze 
on profits, increased investment 
in capital equipment is needed to 
keep unit production costs down. 
Unfortunately, many purchasing 
managers are so engrossed in such 
important programs as_ value 
analysis and materials manage- 
ment that they have done little 
to improve their buying methods 
for major items of capital equip- 
ment. If you find yourself in this 
position, as we did at the West- 
inghouse transformer division, 
you should develop newer and 
better techniques for these equip- 
ment purchases. 

We recommend the following 

plan of action: 

1. Redefirre overall purchasing 
policies to fit equipment pro- 
curement, and establish nec- 
essary procedures to support 
these policies. 

. Sell these policies and pro- 
cedures to management and 
to everyone affected by them. 

. Establish new job stand- 
ards for the equipment buyer 
or buying group. 

. Evaluate present personnel 
in view of the new job re- 
quirements and take appro- 
priate action. 

. Maintain control over the 
program and measure per- 
formance progress. 


Policies and Procedures 


The first step, establishment of 
proper practices, is so basic to the 
success of a reorganization pro- 
gram that it demands elaboration. 
Defining proper equipment pro- 
curement policies is a relatively 
simple task, since these are only 
modifications of your overall com- 
pany purchasing policies. Estab- 
lishing the rules of action, or 


Vr. McKenna is supervisory buyer at the 
Transformer Division of Westinghouse Elec- 
tric Corp., Sharon, Pa. 
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Give Equipment 


Buying [he 
Attention It Deserves 


Some P.A.’s concentrate on certain aspects of pur- 
chasing and leave capital goods buying to others. 
Here’s a program that will help you do a maximum- 


value job on buying new equipment. 


By R. D. McKenna 








5. Have 


Buyer's Negotiation Check List For Standard Capital Equipment 


. Have you specified the correct model num- 
ber as shown by the manufacturer? 


. Have you accurately specified all perform- 
ance features required? 


3. Do the specifications accurately describe 
the equipment as represented by the manu- 
facturer and as discussed with the factory 
engineer? 

. Are all variations or attachments to the 
standard item specified and included? 


components your own 
makes been specified? 


3. Have you specified that local, state, and 
your company’s safety requirements must 
be met? 


company 


. Are you certain the supplier can meet your 
delivery date? Could he better the delivery 
date? 


. Have you stated that the vendor must sup- 
ply you with copies of all required draw- 
ings, parts lists, and operators’ manuals? 


9. Have any verbal commitments been made 
by any company personnel that are not in- 


10. 


11. 


12. 


Are you certain this equipment should be 
capitalized? Could it be written-off to ex- 
pense on a regular requisition? 


What provision has been made for the 
servicing of this equipment? 


Is the guarantee fully suitable to this con- 
tract and does it provide maximum protec- 
tion to your company against all con- 
tingencies ? 


. Are the hydraulic, electrical, mechanical, 


pneumatic, lubricant and painting specifica- 
tions fully clarified? 


. Are the shipping terms fully specified? 
. Have you obtained the proper traffic rout- 


ing from the traffic department? 


. Have you specified any type of special 


packaging? 


. Have standardized controls been specified? 


. Are the installation charges and acceptance 


responsibilities fully clarified? 


. Has provision been made for cancellation 


at your option? Under what conditions and 


cluded in this contract? 


terms ? 





procedures, is more difficult. Pro- 
cedures must fulfill two basic ob- 
jectives: (1) support your estab- 
lished policies, and (2) be prac- 
tical and workable. 

The success of your program 
will depend largely on your abil- 
ity to draft and sell management 
on certain vital policy matters. 
Three of the most important areas 
for your consideration are: 

1. Establish the buyer as the 
sole negotiator of capital 
equipment items. Nothing 
can undermine his negotiat- 
ing ability more than leav- 
ing the back door open to 
suppliers’ representatives. In- 
variably this results in pre- 
mature commitments being 
made by engineers or shop 
personnel. 

2. Get competitive bids on all 
equipment purchased. This 
is the only assurance you 
have that you are getting the 
best equipment at the best 
price. There are a few special 

where competitive 
equipment is known to be 


cases 


inferior for your application, 
or where such competitive 
equipment is non-existent. In 
this event you should obtain 
documented explanations of 
these situations from your 
engineers. 

. Prepare a procedural outline 
covering all the considera- 
tions to be met. 

Making your buyer sole nego- 








“Personally, I like your line of tools 
but our purchasing agent is the man 
to see.” 


tiator, and requiring competitive 
bids for all equipment purchased, 
gives purchasing complete control 
over the procurement contract. 
The use of bidders’ lists and func- 
tional specifications will provide 
truly competitive quotations. 

A bidders’ list gives you a 
chance to pre-determine the suit- 
ability of all proposed bidders 
before asking for quotes. The pur- 
chase of capital equipment is de- 
finitely a joint responsibility of 
the engineers and buyers so they 
should agree on the suppliers to 
be included on the bidders’ list. 

In regard to specifications, try 
to orient your engineers’ think- 
ing toward functional rather than 
trade-name or structural speci- 
fications. For example: Our engi- 
neers have worked out the func- 
tional requirements for a machine 
to perform a certain milling op- 
eration. We received proposals for 
equipment at costs ranging from 
$25,000 to over $200,000. This 
shows the diversity of ideas you 
can expect to receive when spe- 
cifying only the functional re- 
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quirements of a job to be per- 
formed. 


Equipment Buying Manual 

Procedures must support your 
policy, and they must be prac- 
tical. However, they should also 
define very clearly the responsi- 
bilities of everyone concerned 
with equipment procurement. 

In purchases of large, complex 
and expensive equipment, it is 
practically impossible for even 
the most experienced buyer to 
consider all elements that must be 
included in the negotiations. 

An equipment manual should 
be written primarily to aid your 
capital equipment buyer or buy- 
ers. Properly prepared, it will be 
of great help to him in the im- 
portant areas of negotiation and 
cost reduction. Naturally, a man- 
ual is not a substitute for crea- 
tive thinking or decision making. 
It should supplement these. 

The manual should cover four 
main areas: general equipment 
buying policies and procedures; 
commercial considerations; con- 
tractual clauses; and buyers’ ne- 
gotiation check lists. 

General policies and procedures 
have already been explained. The 
section on commercial consider- 
ations, should supply the buyer 
with specific background material 
on such topics as: advance and 
progress payments (when you 
allow them, and to what ex- 
tent) handling of claims for equip- 
ment damage and loss, deviation 
from standard purchase order 
terms, escalation, letters of intent, 
pricing methods, etc. 

Information about contractual 
clauses should include sample 
paragraphs which can be modified 
easily and included in any of 
your contracts, We have found 
this to be a terrific time saver to 
our buyers in preparation of 
lengthy contracts. These clauses 
should be drafted only after con- 
sultation with your legal depart- 
ment. We use the following 
clauses frequently: warranty, 
safety requirements, inspection, 
use of Westinghouse electricals, 
crating, patent protection and 
patent infringement, etc. 

Buyer’s negotiation check lists, 
have proved to be one of our 
most useful tools. One such 
check list for standard, list price 
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Delivery time is often critical in capital equipment procurement. 
On fairly large and complex equipment it sometimes happens that 
even reliable suppliers miss promised delivery dates by several months. 
To speed expediting jobs of this kind, have your expediter armed with 
your supplier’s complete manufacturing schedule. This schedule should 
detail engineering time, release date of drawings to shop, time for 
manufacturing, arrival date for key purchased components (including 
electricals), beginning of assembly, completion of assembly, beginning 


of test, and completion of test. 


Suppliers may not want to give this information. Once your order is 
placed your chances of obtaining it are slim. So request it in the 
quotations and confirm it immediately before you release the purchase 


order. 


The use of similar schedules will also help on design contracts. 





items of equipment is illustrated 
elsewhere in this article. We also 
have similar check lists prepared 
for non-standard items, as well as 
for items of a developmental 
nature. 


Using the Manual 


Your equipment buying manual 
will be a valuable tool only if you 
use it. It should serve both as a 
guide for buyers and also as 
a standard by which management 
can evaluate buyer performance. 

Let’s consider first its use as an 
aid in effective negotiation. Capi- 
tal equipment buying differs from 
the procurement of materials and 
parts in several respects. A great- 
er number of commercial details 
must be considered in the former. 
In addition to considering price, 
quality, and delivery, a good 
equipment buyer must protect his 
company from all possible con- 
tingencies. Such things as patent 
rights, protection from competi- 
tion, guarantees, terms of pay- 
ment, responsibility for installa- 
tion, and termination rights are all 
normally considered as “fringe” 
items in other types of buying. 


But in equipment purchases they 
become much more important. 
The manual should supply your 
buyers with the ammunition they 
need to effectively negotiate all 
of these contract terms. 

You can also use the manual 
to measure buyer performance. 
We have found the use of our 
buyer’s negotiation check lists and 
vurchasing information sheets to 
be extremely handy and effective. 

We require our buyers to com- 
plete a purchasing information 
sheet for every major equipment 
contract. This form contains 
spaces for the name and quoted 
price of the successful bidder, as 
well as for all unsuccessful bid- 
ders. It also provides ample room 
for the buyer to explain in detail 
the reasons for his selection of 
the successful bidder. (This is 
especially important when the 
lowest bidder is not awarded the 
contract.) 

We feel that we can easily 
measure the effectiveness of each 
of our buyers. In addition to the 
purchasing information sheets, we 
review each purchase contract 
for protective provisions. 
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Money means many things to 
the different officers of a cor- 
poration. But to none has it 
broader and more complex im- 
plications than to the purchas- 
ing agent. To play his proper 
decision-making role in man- 
agement, the P.A. must be an 
expert in money. 


By Eugene S. Page 
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Sub-Treasury Building, New York City 


Some Things P.A.'s 
Should Know About Money 


Arr YOU called buyer, purchasing agent, 
director, or maybe even V.P.? No matter. Your 
title is not too important. How you are organized, 
to whom you report, what you do, your salary,— 
yes these are real, they count, and all are differ- 
ent. But in industrial purchasing there is only 
one real common denominator. You’re a money- 
man. 

There is something quite curious in this. Look 
back over your own experience. For a long time 
you have been learning about how to buy, how 
to know the market and sources of supply, how 
to negotiate for specific materials and services. 
These are the subjects of magazine articles, 
handbooks, classroom lectures, and association 
meetings. But how often do they cover money? 
Somehow this is just taken for granted, or ig- 
nored. No doubt money is the most important 
neglected item in the entire field of Purchasing. 

I want to raise questions that might arouse in 
you a sustained interest in money, as the tool 
of industrial purchasing equal to any other. 


What Is Money? 


Money is never the same to two different per- 
sons. To the comptroller it is “. . . legal tender 
for all debts, public and private . . .”. To the 
treasurer it is the assurance of solvency and 
credit, at a cost. To the president it is an asset 
on which he must make a profit. To the engineer 
it is the final factor in technical decisions. To 
the owner it is the symbol of business success. 
And to the purchasing agent it is the measure 
of cost and one element in value. 

But for purchasing this is not enough. The 
value of money as money must enter into many 
actions of the P. A. Especially in respect to make- 
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or-buy decisions, inventories, the purchase of 
capital equipment, leasing versus ownership, ad- 
vance payments, cash discounts, and expense of 
his department. 

Basically money is an asset. It can be bought, 
bartered, rented, sold, exchanged, lost, stolen, 
and wasted, It may be in short or long supply. 
It varies in value as the economy changes. It 
depreciates. It appreciates. And above all, it 
never stands still. 


Where Does Money Come From? 


Your corporation may operate tremendous 
plants and control the use of millions of dollars 
in assets. In a strict sense, however, it owns 
nothing. Everything is borrowed from true own- 
ers of only two types: those who supply funds 
(equity capital) in the hope of sharing in profits 
and those who lend assets (including but not 
limited to money) with or without charge. 

What bearing has this on industrial purchas- 
ing? 

*1. It is to your company’s advantage to ob- 
tain and hold all the “free” credit available. You 
pay constantly for the use of assets, i.e., interest 
on money, rent on facilities and equipment, and 
dividends to shareholders. But your vendors 
largely offer terms of Net—30 days. As the P.A. 
you are the only source of free money. For thirty 
days (or even longer if you can so arrange) you 
have the use of both the purchased items and the 
money not yet paid. Take a look at your latest 
financial statement. Notice what a large part of 
“Cash” in the Current Assets is represented by 
“Accounts Payable” in the Current Liabilities. 
And that “Cash” is worth at least the prime 
rate, which you are adding to pretax profit. 
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**2. On the other hand, suppose the vendor 
offers a “cash discount” of 1%—10 Days. You 
will take it, of course. This is equivalent to a 
simple interest rate of 36 percent per year. No 
one else in your company can get a rate of return 
like that. Again purchasing uses money to add 
to profit. 

***3. What about the proportion of creditor 
capital to equity? This varies widely.** Do you 
know what it is in your company, and are you 
guided accordingly? If creditor debt (other than 
accounts payable) is high you may have large 
fixed costs and new money may be hard to come 
by. This could influence your make-or-buy de- 
cisions where additional capital investment is 
required. Your inventory policies may be deter- 
mined by this factor. Your desire to make long 
range commitments to compensate for inventories 
will be increased. But your ability to obtain 
favorable terms will be reduced. 


What Does Money Cost? 


Whenever you borrow an asset from an owner 
for your own use the owner exacts a fee or rent. 
It is the same with money, only the rent is called 
interest. So the cost of money borrowed is the 
interest paid. As with all other commodities the 
price is determinied by supply and demand and 
by volume. A big borrower can obtain money 
for less than a small one who may seek funds 
only occasionally. 

In this country the floor under commercial 
loans is the Federal Reserve discount rate. This 
is the rate of interest that the Federal Reserve 
Bank in each district charges member banks 
when they borrow for additional funds to make 
their own commercial loans. 

For private industry the basic cost for money 
is the prime rate. This is the interest charge on 
short term unsecured loans made by major banks 
to top U. S. corporations, Prime is the basic 
money market rate from which all loans begin 
or are sealed-up. Generally the prime rate ex- 
ceeds the Federal Reserve discount rate by 1% 
to 2 percent. 

But as mentioned there are two sources of 
money, creditor capital and equity capital. The 
first is a cost before Federal income tax reaches 
the 52 percent bracket. The actual cost is $2.88 
per $100 of loan. If your corporation pays 6 per- 
cent on stockholder’s equity you must earn $12.50 
per $100 of investment. Or, your rate of profit on 
shareholder money might be *16.8 percent before 
Federal income taxes and *9.8 percent after. Or 
your net earnings after taxes might be *20 per- 


FOOTNOTES: * For a brief but excellent presentation on the 
use of capital, see “Corporate Debt and the Stockholder” by 
Professor Louis O. Foster, The Amos Tuck School of Business 
Administration, Dartmouth College, Hanover, N.H. 

** The “Quarterly Financial Report” for Manufacturing 
Corporations, fourth quarter, 1957, by the Federal Trade Com- 
mission and the Securities and Exchange Commission, shows 
for all manufacturing corporations, except newspapers, as a 
percent of total assets (or total debt): current liabilities, 
22.2%; long term liabilities, 12.7%; equity capital, 65.1%. 

*** Capital relationships were more completely analyzed 
in “Finance and the Purchasing Agent”, Purchasing, April, 1957. 
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cent of net working capital. 

The point of all this is that your cost for money 
never is constant, it will depend on what yard- 
stick you use. Money taken from working capital 
can be very expensive. That taken from equity 
capital is still high. Only borrowed money has a 
reasonable price if you put it to good use. And 
as the P.A. you have a lot to say as to how and 
where it shall be applied. 


How Is Money Used? 


Money serves only two purposes. You may use 
it as a medium of exchange to barter for goods 
and services. Or you may let someone else use it 
for this purpose and pay you for the privilege. 
As the purchasing agent you use money to per- 
suade other persons or companies to do things 
(services) or to gain possession of materials and 
machines. Sound use of money to these ends is 
the major part of your job. 

What is the purchase of services? Merely 
agreement to pay someone who uses his assets, 
money, and personnel for your benefit. You are 
hiring his wealth, his people, and his skills. 

What is possession? Merely the right to contro] 
and use to your own advantage. But you don’t 
have to purchase and own for this. You can rent 
or lease. Here you are hiring someone else’s 
wealth, but not his people or his skills. 

Do you see how all of this is tied up with the 
controversial make-or-buy decision? And with 
buy or lease? Truly, the P.A. must know about 
money to prove that purchasing is a profit mak- 
ing job. 

Make-Or-Buy? 

The question of make-or-buy is always present 
in every manufacturing operation. Your presi- 
dent has two sources of supply, the shop or the 
purchasing department. The answer often de- 
pends on complex considerations. But two factors 
are always present, the “buy” side of the picture, 
and money. 

To a large degree the determination of whether 
an item should be produced inside or outside 
your facilities depends on the use of money. 
In every instance you and the president will 
want to know what will be the effect on: — 

a) Return on investment, and 

b) Cash position. 

These two basic yardsticks are used regardless 
of whether or not a decision will require the 
purchase (or lease) of additional facilities and 
equipment. 

Suppose you are making parts now and may 
change to purchase. If your shop equipment is 
adequate and in good repair how will you main- 
tain productivity? Money not fully used is waste- 
ful and costly. It might be sold. This would en- 
hance your cash position, reduce fixed assets 
and, if a loss were taken, bring some tax credit. 
It’s merely a question of investment and cash. 

Take a case where you already have the ma- 
chinery and might go from purchase to manu- 
facture. No new capital is required. This could 
be good. The accounts payable, or free credit, 


49 





would increase. Shop productivity should go up, 
and overhead, spread over more product, should 
go down. But what about inventories? Total now 
for new raw materials, work in process, and 
finished goods certainly will increase, taking 
money from working capital. Inventories are ex- 
pensive, 

Third alternative is to add new shop equip- 
ment. Suppose management believes the cost of 
subcontract parts are too high in relation to what 
your own shop might do, even with new facili- 
ties. What must the figures on this investment 
show? 

Here is what you and management must ap- 
praise: 

Expense 


Gross Facilities to be replaced 

Less: Depreciation Reserve 

Result: Net property replaced 

Less: Cash received, if any, for property 
Result: Loss, if any 

Plus: Expensed portion of project 
Result: Pretax Expense 

Add or deduct Federal Tax or Credit 
Result: Net expense of project 


Cash Flow 


Total new capital investment 
Less: Cash to be received for old facilities 
Result: Net new capital investment 
Add: Additional working capital 

Net expense portion of project 

Federal Tax or Credit 
Result: Net cash flow for project 


Investment 


Total plant and equipment 
Add: Working Capital 
Result: Gross Investment 
Less: Depreciation Reserve 
Result: Net Investment 


Return 
Cash Profit (after taxes) 
Less: Depreciation applied 
Result: Net Profit (after taxes) 
Cash ) 
Return f — 


Net Cash Flow expressed in units 
Cash Profit 


Net Profit 
Gross Investment 





of time 


Investment | _ 


expressed in 
percent 





Return f 


Buy-Or-Lease? 


Buy-or-lease is a decision equal in importance 
to make-or-buy. Unfortunately purchasing often 
is not recognized as the agent for this type of 
acquisition. Actually leasing is merely another 
form of purchase, for possession and control. 
The only difference is a matter of money. 

But the lease of equipment somehow gets all 
mixed up with questions of maintenance and 
service, supplies (such as fuel), and cost or oper- 
ating “management”. These have nothing to do 
with basic leasing. You can purchase any one or 


all of these supplies and services for equipment 
that you own or lease. Inclusion of this type of 
extra service can be extremely deceptive in de- 
termining what a lease really costs. 

A true equipment lease involves only: — 

1. Depreciation (actual or calculated) 

2. Interest on lessor’s investment (money) 

3. Fee charged by lessor for making the money 
available (or for obtaining it), for billing the 
account, and for profit. 

Any other services are merely frosting on the 
cake. They may be worth while,—and serve you 
well, But know what you are paying for them. 

Every proposition to lease must be compared 
with ownership and the effect on profit (actually 
return on investment which leasing does not in- 
crease) and cash, (Remember costs after income 
taxes are the true comparison.) 

Ownership Costs 
1) Depreciation 
2) Interest on money invested or borrowed 


3) Ownership expense for any other services 
included in the lease. 


Leasing Costs 


1) “Rent,” which again is: — 

a) Depreciation 

b) Interest 

c) Fee for basic leasing services 

d) Fee for any other services, such as pur- 
chase and sale of equipment for lessee, supplies 
and fuel, maintenance and repairs, insurance, and 
management. 


Profit 


Effect on profit, after taxes is the difference 
between rent and the sum of ownership deprecia- 
tion, interest, and service expense. 


Cash 


Effect on cash, after taxes, is the difference be- 
tween rent and the sum of ownership investment, 


. interest, and service expense less depreciation 


reserve. 
In leasing the P.A. needs to be a real money 

expert. Most equipment leases calculate depre- 
ciation at a constant rate, which means that your 
simple interest costs on a declining balance are 
growing smaller. But your interest cost on money 
paid into a lessor against depreciation is growing 
larger. For example: 
Let I=Simple interest rate per year in decimals 
applied to a monthly declining balance. 

M=Constant monthly depreciation in dollars, 
applied at the end of each month. 

A=Leasing Loan balance in dollars at be- 
ginning of any year. 

D=Depreciation Reserve in dollars at be- 
ginning of any year. 

C—Cost of interest for any one year 

Cx, for borrowed money,= (I) x (A—5.5M) 

Cr, for reserve money,—(I) x (D+5.5M) 

There you have it. Every important decision 
by management is based on the effect on profit 
and cash flow, the position in money. 
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Waar are the legal conse- 
quences of mistakes in purchas- 
ing? For example, if you request 
bids on a certain model car and 
one bid is much lower than the 
rest, can you hold the vendor to 
his quotation? What if you offer 
a manufacturer a price per item 
for all the stock he has on hand 
and it turns out that his inven- 
tory was many times what you 
had assumed, can he hold you to 
the contract? These are some of 
the problems which may arise 
when inevitable mistakes are 
made. A general knowledge of 
their legal consequences is es- 
sential to purchasing people. 

The courts have defined a mis- 
take as some unintentional act, 
omission or error arising from 
igtforance, surprise, imposition or 
misplaced confidence. A mistake 
has also been defined as a state 
of mind that is not in accord with 
the facts. 

A familiar element of an en- 
forceable contract is a mutual 
assent, or a “meeting of the 
minds.” In accordance with this 
principle, and notwithstanding an 
apparent mutual assent of the 
buyer and seller, there is no real 
agreement and consequently no 
valid contract of sale where, 
through some mistake of fact as 
to a material part of the contract, 
each party has a different mean- 
ing or understanding of the trans- 
action. To make the contract un- 
enforceable two elements are in- 
volved: first, a mutual misunder- 
standing, or the same mistake 
made by both parties; and sec- 
ond, the mistake must be with 
reference to a material part of 
the contract. If a sales contract is 
made covering a used truck, both 
buyer and seller believing the 
truck to be in good condition and 
ready for service, and it later 
appears that the transmission is 
completely defective, the contract 
would not be enforceable. 

To void the contract the mis- 
take must be in a material part 
of the contract which influenced 
its making. For instance, in the 
example above, if both parties 
thought the truck had cloth up- 


Marshall Coke is the pen name of a well 
known member of the bar who holds a 
position in the purchasing department of 
a large corporation. 
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When Does A Mistake 


Invalidate 


Your Purchase Order? 


By Marshall Coke 


holstering when in fact it had 
plastic upholstering, the buyer 
could not avoid the contract un- 
less he could convince the court 
that the cloth upholstering was 
an important factor which induced 
him to buy the truck. 

Another general rule regarding 
mistakes in sales contracts states 
that a mistake by one party alone 
does not affect the binding force 
of the contract. There is one prime 
exception to this rule. If the 
party other than the one making 
the mistake is aware of the mis- 
take and fails to explain the facts 
or true situation; but seeks to 
take advantage of it, the party so 
mistaken is entitled to cancel 
the contract. 


WE CAN'T USE THAT THING 


A RADIAL DRILL 
| SIGNED THE 

PURCHASE ORDER 
FOR IT | 


A mistake must be so flagrant 
as to put the other party on 
notice that an error has been com- 
mitted before the contract will be 
cancelled. An unexpressed inten- 
tion to pay a lower price does not 
invalidate a contract. 


Can a "Bargain" Be Enforced? 

Ordinarily a party cannot es- 
cape from a contract of sale mere- 
ly because it proved more burden- 
some and unprofitable than ex- 
pected. However, a mistake on the 
part of a buyer as to the price 
quoted may be so palpable as to 
render an attempted enforcement 
of the agreed price such a fraud 
as to entitle the buyer to relief. 
Enforcement of the contract in 


Z 


“+MY PEOPLE SAID 

4 THEY SHIPPED 
A RADIAL DRILL 
SO IT MUST 

BE A RADIAL DRILL 


When both parties are honestly mistaken with respect to the identity of 
a thing sold, there is no binding contract. 
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When Are Mistakes Enforceable? 


There are certain essential elements a purchasing agent 
must remember concerning mistakes. Some are enforceable, 


others are not. They are: 


Enforceable 


. A mutual, immaterial mistake. 
. A mistake by each pa about 
a different element of the con- 
tract. 
3. A mistake by one of the parties 
only. 

. A mistake in the name of the 
other party, the substantial 
identity being clear. 

. A mistake in telegram from 
principal to agent who conveyed 
offer or acceptance to other 
party. 

. A mistake by one pay by fail- 
ing to read signed contract. 

. A mistake by one party in the 
meaning of a technical trade 
term. 


8. A mistake by the telegraph compan 


Not Enforceable 


1. A mutual, material mistake. 
2. A mistake by one party and 
known by the other party. 

8. A mistake by one party so pal- 
pable that a reasonable person 
would know that a mistake has 
been made. 

. A mistake by one party as to 
the identity of the other party. 

. A mutual mistake as to quality, 
price or terms which were mate- 
rial factors in acceptance of the 
contract. 

. A mistake of one party by fail- 
ing to read signed contract in- 
duced by fraud or misrepre- 
sentation. 

. A mistake of one party by fail- 
ing to ‘read a signed contract 
when signed under compelling 
emergency. 

in transmitting 


a wire. Enforceability depends upon the jurisdiction of 


the court. 


such a case may be prevented on 
the ground that the bargain is 
such as no honest man would 
attempt to enforce. Two old Eng- 
lish cases established this prece- 
dent. In one case a party agreed 
to pay for a horse by a barley 
corn for the first nail, doubling 
the payment for each additional 
nail in the horse’s shoe. In the 
second case a party, for a few 
pounds, agreed to deliver two 
grains of rye on a certain Mon- 
day, doubling it successively on 
every Monday for a year, The 
court refused to enforce either of 
these contracts on the ground that 
the bargain was so burdensome 
on one party that no honest man 
would attempt to enforce it. 
Where both parties are honestly 
mistaken with respect to the 
identity of the things sold there 
is no binding contract. Where the 
buyer thinks he is buying one 
thing and the seller understands 
he is selling another thing, there 
is no contract. Where the de- 
scription of the article is clear 
and unambiguous, however, the 
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fact that one of the parties under- 
stood that the article was some- 
thing else does not effect the con- 
tract of sale—provided, of course, 
that there was no fraud and the 
other party was not aware of the 
mistake. 

Where there is a mutual mis- 
take as to the quantity of the 
goods covered by a sales contract 
the contract is unenforceable. 
For instance, if you contract to 
buy Acme Company’s total stock 
of conduit, believing with Acme’s 
representative that the quantity is 
approximately 10,000 feet, al- 
though no total footage is spe- 
cified in the purchase order, and 
it turns out that they have 100,- 
000 feet, you can not be held to 
the contract. However, there is no 
invalidity if the seller by mistake, 
unknown to the buyer, indicates a 
greater quantity for sale than he 
intends to sell, or if the buyer, 
by mistake, unknown to the sell- 
er, orders a greater quantity than 
he intends to buy, unless the or- 
der was procured by fraud. 

An agreement is ordinarily not 


rendered incomplete by the fact 
that the material sold does not 
possess the value, quality or col- 
lateral attributes the parties 
thought unless such nature, value 
or quality goes to the substance 
of the agreement. A California 
case serves as an example. Both 
parties to a contract erroneously 
believed that the sale covered 
genuine Stradivarius violins. Ac- 
tually, they were imitations and 
the court held the contract un- 
enforceable. If only the buyer had 
been mistaken about the quality 
of the violins and the seller had 
not been aware of the buyer’s in- 
correct assumption the contract 
would then have been enforce- 
able. 

Where a mutual mistake exists 
as to price, terms of payment, 
place of delivery, time of delivery, 
etc., the contract is invalid. If 
parties enter into a sales contract 
without stipulating the price the 
contract is enforceable and the 
law will imply a promise to pay a 
reasonable price. But if a con- 
tract is made and there is a mu- 
tual misunderstanding as to the 
price which will apply the law 
will not imply a promise to pay a 
reasonable price and the contract 
is unenforceable. This is a fine 
but important distinction P.A.’s 
should know about. 

There is mo contract where the 
seller makes a mistake in stating 
the price and the buyer is aware 
of it. But if a seller quotes a price 
which is too high and the buyer, 
after being informed of the mis- 
take, receives and uses the goods, 
he is liable, under an implied 
agreement, for the price intended 
to be quoted, or at least a reason- 
able price. Also, if a buyer dis- 
covers the mistake on receiving 
a bill for the goods but refuses to 
return them, he will be deemed 
to have accepted them at the 
price for which they are billed. 


Ignorance Is No Defense 


It is a duty of a party to read 
the contract before signing it. A 
buyer or seller cannot void a con- 
tract of sale he has signed on 
the grounds that he made a mis- 
take and that he was ignorant of 
the terms. There are two notable 
exceptions to this general rule. If 
the mistake was induced by fraud, 

(Please turn to page 69) 
For More Information Write No. 181 
on Inquiry Card—Page 32> 


PURCHASING 








*“ WEIRKOTE'S SOMETHING SPECIAL! IT CAN END THE NEED FOR 
ANY FURTHER CORROSION PROTECTION AFTER FABRICATION.” 


. You mean it? Weirkote can save you the cost of any further processing for corrosion 
protection after fabrication? 


. Absolutely. It’s the continuous process that does it. Integrates the zinc to the steel so 
tightly there’s never any peeling or flaking. No matter how severe the fabrication— 
any torture test you put it through—that bond stays put! 


. Hmmm. Weirkote sounds great. One thing—is its zinc coating uniform throughout? 


. To the nth degree! Even the hardest-to-reach areas on the most complicated fabrica- 
tions are completely protected. 


. Corrosion-protected, you mean? 


. Corrosion-protected all over! So much so that you can work Weirkote to the very 
limits of the steel itself. So there you have it: stepped-up manufacturing efficiency, 
sharply curtailed manufacturing costs. All from Weirkote! 


Send for free booklet that details the time-and-cost-saving advantages of skin-tight zinc-coated 
Weirkote. Just write Weirton Steel Company, Dept. G-1. Weirton, West Virginia. 


WEIRTON STEEL 
COMPANY 


WEIRTON, WEST VIRGINIA 


a division of 


a 
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e ° 4 t Type-holders f 
in plastics uw « ind Marking 


by B. FRANK HANTZ, Vice President 


AMERICAN INSULATOR CORPORATION 
One of The Men Behind The Man From Aico 





“ Aico’s enviable position in the field of molded plastics has been attained 
largely through customer satisfaction and service. Since 1916, Aico has 
been a major supplier of molded plastics to many of America’s pace- , 
setting nea artis molding job presented its own unique wat et Bakelite type-holders for hand- 
... problems which were successfully solved by the integrated facilities marking permit speedy inter- 
and coordinated skill of expert craftsmen within the Aico organization. change of perfectly aligned vinyl- 
Perhaps the best proof of Aico’s efficient service . . . and satisfaction ite letters and numbers. Holders 
delivered ...is the record of new assignments we receive from cus- are equipped with a winding ad- 
tomers we've served in the past.” justment button and slots for en- 

graved, deep-cut vinylite type 

faces and numbers in lengths 
from % to 5 in. Ideal for use 
where clear, permanent hand 
markings are required and where 
copy changes have to be made 
frequently. Krengel Mfg. Co., 

Inc., 227 Fulton Street, New 

York, N.Y. 

Write No. 1 on Inquiry Card—Page 32 


MOLDED NYLON PUMP IMPELLERS Hook for Testing 


Very Heavy Objects 
ANOTHER NEW USE OF AICO PLASTICS 





These nylon pump impellers are typical aes 
examples of how better products result q i. FREE 
from the use of Aico Molded Plastics. \ =. \ Plastics 
Molded to extremely close tolerances, pro- Designer’s 
viding precision accuracy without machin- — \ 
ing, the nylon impellers reduce assembly \% om , Handbook 
costs while increasing pump efficiency. Shows how good design controls unit cost of 
heir light weight conserves driving energy. molded plastics. Molded plastic parts with a 
lhe chemical, corrosion and wear resistant low unit cost can be achieved only when the 
qualities of the nylon material promises practical limitations of die-making are given 
longer impeller life and less pump main- full consideration when the part is being de- 
tenance. Aico Molded Plastics can give signed. Aico has prepared a Plastics De- 
ws aa Hig . 3 signer's Handbook that tells and illustrates 
your products new, impelling sales advan- 


f * how costly design errors can be avoided. A 
tages, too. Discuss them with Aico now. FREE copy is yours on request . . . use cou- 
pon below. 











al 
AICO’S Nook of 


; e experience and coordinated / f 
| ° K | 3 facilities for Engineering, Mold ; 
P asfics now edge Building, Compression, Transfer, A new quick release hook sim- 
Plunger, Injection and Cold Molding . = 
plus the molding of Reinforced plifies the testing of very heavy 


Megas. objects. Hook has 6000 Ib. capac- 

BEEBE RBS eB eSB ee eee ity and is intended for lifting and 
dropping items too heavy or too 

Anurican Insutator CorporariOn bulky to be tested on conven- 
MENTS . . . may be veod in plastic parts New Freedom, Pa. tional drop testers or incline-im- 
as fasteners, to support loads, simplify E Please send me a FREE copy of Aico’s pact testers. Hook is of steel con- 
handling or facilitate assembly. (They PLASTICS DESIGNER'S HANDBOOK. struction, cadmium plated to pre- 


may serve functional purposes or may 
be used purely for es —_ vent rust or corrosion, and all 
od inserts (see sample above) may ie Name pee : 

securely anchored by bending, splitting, ed actuating points aa supported by 
notching, swaging or knurling. Other anti-friction bearings for ease of 
types of inserts are fully covered in Title operation at full 1 i 

Aico's booklet ‘‘Good Plastics Design ee Pp at fu oad ng. Overall 
Makes Cents.’’ Coupon will bring your 

FREE copy. Company 


A completely integrated plastics 
molding service with unmatched 














For More Information Write No. 182 
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dimensions of manually operated 
model are 14 x 9 x 2 in. and 
weight is 15 lbs. Solenoid release 
model is 14 x 9 x 4 in. and weighs 
20. lbs. L. A. B. Corp. 
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Pumps for Precise 
Metering of Small Flows 


The Clark-Cooper Co. offers 
controlled capacity pumps for pre- 
cise metering of. small flows. 
Available in both plunger-type 
and diaphragm-type, new pumps 
feature easy conversion from one 
type to the other, improved flow 
characteristics, and easy removal 
of valves for cleaning. Standard 
simplex models range in capacity 
from one drop every 13 strokes 
to 1000 gph, at discharge pres- 
sures to 10,000 psi. Flow output 
is adjustable from 0 to 100% 
capacity. Material specifications 
include a wide diversity of metals 
and plastics to ensure selection of 
proper pump for requirements. 

Write No. 3 on Inquiry Card—Page 32 


Precision-Engineered 


Lock Nut 


A precision-engineered lock nut 
provides excellent locking ability, 
high bolt tension for given torque, 

(Please turn to page 56) 
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Make Forest City Foundries 


your 


Gray Iron Castings Department 


Forest City’s two large foundries 
Mon? ic; 


aa 


for quality, service, economy, experience 


Get the benefits of Forest City’s facilities for straight-line 
production — two large foundries with modern mechanical 
equipment — backed by more than 65 years of experience. 
You can be assured that Forest City is always ready to deliver 
any quantity of quality castings when you need them .. . 


today . . . tomorrow or next year. 


Send us your blueprints and specifications. Our representa- 
tive will gladly call to discuss your requirements. 
Make It Better with Gray Iron 


The Forest City Foundries Co. 


For More Information Write No. 183 on Inquiry Card—Page 32 





Screwstick is a 


PROFIT 
IMPROVER 


Ll 

fUIY 
for the ways you 
can improve your 
profit with Screw- 
stick. These 
screws in stick 
form load fast 
and easy in a 
power driver, feed 
automatically. 
Eliminates fum- 
bling and tedious 
handling of indi- 
vidual screws. 
Improves your 
profit because 
Screwstick can 
cut assembly 
time in half. 


Screwstick in- 
sures alignment 
between screw 
and threaded hole 
quickly. No need 
for special skills 
in driving because 
Screwstick driv- 
ers are made for 
one-hand opera- 
tion. Send for a 
free sample of 
Screwstick. 


Profit 
Improvement 
Program 


Pius hn 


The biggest News in 
Fasteners come fr 


merican 


SCREW COMPANY 


WILLIMANTIC, CONN. j 
Chicago, til. 


Detroit, Mich. 


For More Information Write No. 184 
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(Continued from page 55) 
and a very superior release 
torque. A re-usable one-piece, 
free-spinning lock nut, “Whiz- 
Lock” is heat treated, high 
strength bearing type with a pre- 
cisely engineered number of in- 
tegrally forged, curved locking 
teeth, so designed that on a con- 
vex bearing surface a lock is 
created which requires a much 
higher wrench torque for release 
than for application at normal 
bolt loads. MacLean-Fogg Lock 
Nut Co. 
Write No. 4 on Inquiry Card—Page 32 





Marking Fixture for 
Metal Parts 


A new marking fixture stamps 
equally spaced numbers or figures 
around the circumference of 
metal parts. Adaptable for grad- 
uation marking where extremely 
close tolerance is not required, 
fixture has three main compo- 
nents: a circular marking die, a 
mandrel for holding the part be- 
ing marked, and an operator’s 
handle. These units are geared 
together to provide synchronized 
rotation of the part and the mark- 
ing roll. M. E. Curmingham Co., 
1025 Chateau St., Pittsburgh 33, 
Pa. 
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Pump Stresses Simplicity 
and Weight-Space 
Economy 


A centrifugal pump in a new 
series stresses simplicity of de- 


sign and weight-space economy. 
Two metal stampings bolted to- 
gether form the housing which 
encloses a welded impeller as- 
sembly. Entire pump assembly 
is resistant to corrosion, not just 
wetted parts, and practically any 
corrosion-resistance requirement 
can be met. Pump is available 
coupled directly to motor, ex- 
tended from motor flange for 
special heat and chemical appli- 
cations, or with the pump alone 
mounted on base for coupling to 
any power supply. B. S. Corcoran 
Co., P. O. Box 1404, Joliet, Illi- 
nois. 
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High Efficiency DC 
Lightweight Motor 


A new lightweight DC motor 
with a square type frame is 
adaptable to a wide range of air- 
craft, marine and industrial appli- 
cations, such as pumps, compress- 
ors, actuators, winches, hoists, 
etc. Motor weighs 14.4 Ibs., is 
9.250 in. in length and 5 in. in 
diameter. Among its features are: 
3.8 HP at 7200 RPM, continuous 
duty; efficiency 82% at 3.0 HP, 
80% at 3.8 HP; 28 volt DC; open 
construction, with explosion proof 
construction available. Hoover 
Electric Co., Hangar Two, Port 
Columbus Airport, Columbus 19, 
Ohio. 

Write No. 7 on Inquiry Card—Page 32 
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Contact one dependable source for non-ferrous supplies... FEDERATED. 
You have the most comprehensive line of available non-ferrous materials to select from. Through 
the widest variety of products, the most stringent production controls, and the most experienced and 
extensive application assistance—Federated is your supply headquarters for: Non-ferrous casting 
metals, aluminum, copper base, zine base: Solders, Babbitt metals: Lead products; Plating anodes 
and chemicals; Low melting alloys: Galvanic anodes; Type metals: Zine dust. Federated Metals Divi- 


sion, 120 Broadway, New York 5. In Canada: Federated Metals Canada, Ltd., Toronto and Montreal. 


FEDERATED METALS DIVISION OF 


FED@RATED 


1i+-M ETAL 


EA 5 al 

va 
CHEMICAL PROCESS 

INDUSTRIES 


CUORRATER Es ReTON AMERICAN Sa TIN, AND PEP tem, ttre 


BEARING 


: ALLOYS 


SPC IFIE ATOMS 
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Electrically welded 
leakproof 


flaring pails 


nest to save storage 
and shipping costs 





9,000 vs. 3,000 

A boxcar holds 3 times as many 

flaring as straight-sided pails. 
Same 5-gal. capacity! 





gives leakproof 
protection for 
hard-to-hold products 


Ideal for liquid roof- 
ing cements, paint 
and petroleum prod- 
ucts, dry or powdered 
materials. Ask your 
Continental man for 
details. 


CONTINENTAL 
C 
CAN COMPANY 
Eastern Division: 100 E. 42nd Street, New York 17 
Central Division: 135 So. La Satle St., Chicago 3 
Pacific Division: Russ Building, San Francisco 4 
Canadian Division: 790 Bay St., Toronto, Ont. 
Cuban Office: Apartado =1709, Havana 
For More Information Write No. 186 
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Solenoid-Operated 
Transfer Switch 


A solenoid-actuated switch pro- 
vides automatic transfer of pow- 
er and light service to an emer- 
gency source in the event of total 
or partial failure of normal 
source, with the load automatical- 
ly returned upon restoration of 
normal service. New switch em- 
ploys a dual circuit breaker de- 
sign that utilizes two opposing 
solenoids through a common 
transfer linkage for transfer 
power. Available for AC or DC 
applications, for ratings to 600 
volts AC and 250 volts DC, unit 
occupies an area of only 20% in. 
x 13% in. x 6 in. Lake Shore Elec- 
tric Corp., 205 Willis St., Bed- 
ford, Ohio. 

Write No. 8 on Inquiry Card—Page 32 


New Lightweight 
400 Cycle A.C. Motor 


A new lightweight continuous 
duty .38 HP 400 cycle AC motor 


is designed for use on aircraft, 
missile, ordnance, and industrial 
equipment such as actuators, 
pumps, blowers, etc. 200 volt mo- 
tor is 7.625 in. long, 5.190 in. high 
and 3.875 in. wide. Weight is 
6.2 Ibs. Among its features are: 
explosion-proof construction; 3- 
phase integral thermal protection; 
integral cooling fan; high tempera- 
ture windings and_ insulation; 
close tolerance reduction gearing 
for long life. Designed to motor 
specification MIL-M-7969B (ASG) 
and environmental specification 
MIL-E-5272A. Hoover Electric 


Co. 
Write No. 9 on Inquiry Card—Page 32 


Welded Steel Tubing 
for Heat Exchanger Use 


Welded steel tubing in a new 
line is designed specifically for 
heat exchanger use. New tubing 
is the result of a five-year pro- 
gram of research and develop- 
ment and represents great im- 
provement over welded tubes of 
the 1930’s and 1940’s. Tests by 
manufacturer indicate its use will 
produce savings ranging from 
10% to 32% over other types of 
tubes. Babcock & Wilcox Co., 
161 E. 42nd St., New York, N.Y. 
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New Overhead 
Chain Conveyor System 


A new overhead chain convey- 
or system is applicable to almost 


PuRCHASING 





every type of industry, being 
suited to light loads, heavy loads, 
and tow conveyor installations. 
Mechanically propelled, rivetless- 
type endless chain is supported 
by load-carrying trolleys which 
roll on 4-in. I-Beam type track. 
System offers these advantages: 
it utilizes free overhead area to 
convey products of all sizes and 
types; it is extremely flexible; it 
is adaptable to level or multi- 
plane systems; it is easy to in- 
stall and may be added to pres- 
ent systems of similar design. 
Richards-Wilcox Mfg. Co., Third 
St., Aurora, Illinois. 
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New Fluid/Gas 


Filter Series 


High pressure filters in a new 
series are capable of operating at 
pressures to 1000 psi and temper- 
atures to 275 degrees F. Designed 
for use in pneumatic and hydrau- 
lic systems, filters provide effect- 
ive filtration for such fluids as 
lubricating oils, hydraulic fluids, 
fuel, air and gases. Any model 
can be adapted for other types of 
fluid simply by changing to prop- 
er gasket material. Design ver- 
satility permits use of replace- 
able paper elements, wire mesh, 
or varied-spacing metal-edge fil- 
tering media with degrees of fil- 
tration ranging from 2 to 25 mi- 
crons. Purolator Products, Inc., 
Rahway, New Jersey. 
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Variable Transformer 
Boosts Rating 


A small transformer for vari- 
able AC voltage applications hav- 
(Please turn to page 60) 
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RIGAID No. 2-S Spiral Reamer 
Ye"’ to 2”’ Capacity. . . Self-Feeding for Least Effort 


For Smooth, Easy Reaming it has to be . 


No. 2 
Ye’ to 2°” Capacity 


i m “LonGrip” Reamers 
; No Thinned or Flared Walls 


¥e’’ to 3’” Capacity 
Take your choice 1 or “LonGrip”’— you can’t beat 
these RIGa(D> Regmegs. For hand reaming, you prob- 
ably prefer the efforfllesg self-feeding Spiral; for power use, 
the “LonGrip” five#flut@d reamers. Heat-treated cutting 
edges offer extra-long sefvice . . . will not dig in and thin or 
flare walls. All Rif ([} Ratchet Reamers come equipped 
with handle. 

Your Supply House has them. 


For smoother, faster reaming 
order yours today! 





Did you know that 


MIDWEST 


Product Sales Engineers 
offer service 


BEFORE and BEYOND 
— - the sale? 


Yes, before and beyond. That’s because it takes the correct abrasive, properly 
installed, to meet the production requirements of both time and quality... 
and the Product Sales Engineers at Mid-West are trained to solve your grind- 
ing problems whether they be old applications, new set-ups, or quality 
control—AND WITHOUT OBLIGATION! 


Many problems can arise even before production begins. For example, a new 
grinding operation is necessary in your plant, but there’s no abrasive product 
that is perfect for that specific operation. That’s the time to call on the engi- 
neering and research facilities of Mid-West. We will develop abrasive products 
specifically to your rigid requirements. We are also willing to cooperate with 
you on the installation of any of our abrasive products ... and work with you 
as long as necessary to properly test and prove the performance of our products. 


THE ONE SOURCE 
FOR ALL OF YOUR 
ABRASIVE NEEDS 


MID-WEST «prasive co. 


510 S. Washington St. ° Owosso, Michigan 


For More Information Write No. 188 on Inquiry Card—Page 32 
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ing relatively low wattage re- 
quirements now features a 40% 
increase in rating with no in- 
crease in price or size. Transform- 
ers operate from a 120 volt, 60 
cycle, 1-phase input with an out- 
put of either 0-132 or 0-120, 1.75 
amperes. With a constant-impe- 
dance load and connected for a 
0-120 volt output, the allowable 
current at maximum output volt- 
age is 2.5 amperes. Two- and 
three-gang assemblies are also 
available for increased ratings 
and 3-phase operations. Superior 
Electric Co., 83 Laurel St., Bris- 
tol, Conn. 
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PVC Relief and 


Back Pressure Valves 


Polyvinyl chloride relief and 
back pressure valves are de- 
signed for corrosion-resistant ap- 
plications not covered by other 
valves. Both relief and back pres- 
sure valves are manufactured in 
% and % in. sizes, and all por- 
tions in contact with corrosive 
liquids are PVC. Valves protect 
positive displacement pumps 
metering such process liquids as 
dilute sulfuric acid, hydrofluosil- 
ic acid and hypochlorite solutions 
from excess pressures. Relief 
valve can withstand pressures to 
400 Ibs. per sq. in. at 68 F, and 
both valves can withstand pres- 
sures to 200 psi at 140 F. Miltor 
Roy Co., 1300 East Mermaid 
Lane, Philadelphia 18, Pa. 

Write No. 14 on Inquiry Card—Page 32 
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Now International Paper saves you 
to $16 per thousand PE multiwalls! 


$5 


Read why new humidity-proof “Hy-poly” kraft makes 
medium and low-density polyethylene sheets extravagant! 


HE multiwall bag you see taking a 
Turkish bath in our picture contains 
calcium chloride. 

We steamed this new Bagpak® multi- 
wall in 95% relative humidity at 129° F. 
for 48 hours. (Unprotected, under these 
conditions, this chemical takes on 2% 
times its weight in water in about an hour! ) 

But when we opened up the bag, the 
thirsty crystals spilled out as though they 
had been stored on the Sahara! 


Bagpak Division INTERNATIONAL PAPER New York 17, N.Y. 


And Bagpak’s new Hy-poly kraft saves 
you money. You stand to save from $5 to 
$16 per thousand multiwalls! 

That’s because new Hy-poly kraft is so 
superior to medium and low-density PE 
sheets that you get equal, if not greater, 
moisture-vapor protection from a coating 
approximately half as thick! 

Extensive laboratory tests prove that 
this dramatic new barrier sheet is superior 
in every way. Write us today for samples. 


See how calcium chloride pro 
tected by Hy-poly kraft Bagpak, 
pours after 48-hour steam bath! 


For More Information Write No. 189 on Inquiry Card—Page 32 
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Evian 


Does your business require 
records that must last 
through the years... or 
books that must stand up 
to daily thumbing, wear 
and tear? You can’t beat 
L. L. Brown’s RECORD 
PAPERS for strength and 
durability . . . papers that 
are finer because they’re 
naturally whiter ... papers 
which in the long run will 
actually save you money. 
Ask your stationer or 
printer about L. L. Brown 
papers. 


"'The quality which has 


earned its reputation” 





UMA \y 1 bhM NM, 
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Office Equipment 





A new marking pen has been 
added to its line by Garvey Cor- 
poration, 4379 Duncan Avenue, 
St. Louis, Mo. The new product 
has a metal body containing the 
ink supply and felt tip ink ap- 
plicator with snap-on cap. Eight 
colors of ink are available. The 
pen comes in two sizes and no 
cartridges or refills are needed. 

Write No. 15 on Inquiry Card—Page 32 


A new automatic addressing 
machine was announced by Mas- 
ter Addressing Company, 6500 
West Lake St., Minneapolis, Minn. 
Each pull of the handle advances 
an envelope or mailing piece of 
any size through the moistening 
rolls. The address imprint comes 
by carbon transfer from a strip 
of paper master tape. The mail- 
ing list is typed once on a master 
tape using an ordinary type- 
writer. Envelopes or other mail- 
ing pieces can be addressed from 
this one typing as many as 50 
times. Each address can be held 
for repeats or skipped as desired. 

Write No. 16 on Inquiry Card—Page 32 





qe ee - Sap SS aap RON eR “eR enema reNecs pematmgeramtton! = seme RS sAermeRmRate \ me" aeasctmemn ns = 


"A Service of Office Equipment Manufacturers Institute’ 


4 


Sept. 23, 24, 25 — 1959 / 1-10 P.M. Daily 
WASHINGTON, D.C. 
(National Guard Armory) 


<— 


_ 


“AN EVENT TO REMEMBER 


(Mark it on your calendar now!) 


A vast and exciting panorama of the latest developments 
in office equipment and services will be here for you to 
see, examine, and project into your plans for a bigger 
tomorrow! Every type of office product, system and 
service will be represented. Every facility for your 
comfort and convenience will be provided. This all- 
industry Exhibit is the only one of its kind in the 
country and the forerunner of more to come.* Mark it 
on your calendar now — and plan to attend. 








ADMISSION BY INVITATION ONLY 








*Chicago — March 15, 16, 17, 18 — 1960 
*Dallas — October 19, 20,21 — 1960 
OFFICE EQUIPMENT MANUFACTURERS EXHIBITS, INC. 
Rudolph Lang, Managing Director of Exhibits 
777 Fourteenth St., N.W., Washington 5, D.C. 
For More Information Write No. 191 on Inquiry Card—Page 32 
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HARTER C-100 executive armchair 


A new, low-cost, small size, 
spirit duplicator was announced 
by the Faymus Div., Bankers & 
Merchants, Inc., 3229 N. Sheffield 
Ave., Chicago, Ill. Featuring auto- 
matic impression control, one turn 
of the operating handle produces 
one copy at a time. The new unit 
has a light alloy stainless print- 
ing drum; moistening device with 
cast metal felt holders; a large 
size slanting paper feed tray; an 
adjustable paper receiving tray; 
coated metal side covers; and elas- 
tic printing pressure. 

Write No. 17 on Inquiry Card—Page 32 


A ball point has b d SOLID 
new ball point has been de- 
veloped especially for documents HARTER 


that require a permanent signa- 
ture. Developed by the Lindy Pen QUALITY 
Co., Inc., 9601 West Jefferson , 
Blvd., Culver City, Calif. the pen 
is available in two sizes—the long at low prices 
1A ° 
. eure eo “carga The Harter C-100 series is a refresh- 
; ing change from the usual rule that 
— low prices are achieved only by 
Ee cheapening the product. The C-100 
combines low price with solid qual- 
ity. Harter-pioneered one-piece 
heavy gauge steel base. Seat cush- 
ion, 3 inches thick, of molded and 
cored virgin foam rubber that's 
bonded with pure latex. Choice of 
high impact styrene, molded hard 
rubber or upholstered armbands. 
You can sell cheaper chairs but 
they can lose you customers and eat 
up profits with service calls. Harter 
A custom manufactured, top , chairs are made ‘‘for keeps’’ and 
supported, accordian action, wood ey | that points up the value of a Harter 
folding door is now available from ’ ~ dealer franchise. 
The Leggett Company, 350 N. 
Clark St., Chicago, Ill. Function- 
ally designed for ease of installa- 
tion, the door consists of 4” thick 
by 6” to 12” wide panels hinges bo ne oie 
by a special fabric hinge. Top HARTER CORPORATION, 829 Prairie St., Sturgis, Michigan 
supported only, the entire sus- 
pension assembly operates in a 


ae STEEL 
1%” square 16 steel chan- + [I (Q) RR E R 
ae ae aes ri ini in T c im CHAIRS 
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MATCHING SIDE ARMCHAIRS 
MODEL C-110 AND SIDE CHAIRS MODEL C-120 
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Association News 


Plan Special 


Conferences on 


Materials Management 


P URCHASING MEN will have 
a unique opportunity this fall and 
next spring when the Manage- 
ment Institute of the University 
of Wisconsin presents a series of 
conferences on materials man- 
agement. Several well known ex- 
perts who are adept at putting 
ideas over before groups, will 
lead the discussions. 

The series will run as one-day 
seminars starting in October and 
continuing each month, except 
for January and February. A 
choice of either of two consecu- 
tive dates is available for each 
session to allow some flexibility 
in travel arrangements. The Uni- 
versity of Wisconsin’s Manage- 
ment Institute has picked some 
of the outstanding leaders in the 
purchasing profession to conduct 
its workshop on materials man- 


agement. 

Louis J. DeRose, editorial mar- 
ket consultant, PurcHAsING Mag- 
azine, leads off with “Materials 
Management Defined” on October 
1 and 2; “The Planning Activity 
of Materials Management” will be 
discussed by Dwight Brooks, man- 
ager, purchasing administration, 
Burroughs Corp. November 5 and 
6; George Fadler, director of 
purchases, Westinghouse Corp., 
will lead a session of December 
3 and 4 on “Organizing for Mate- 
rials Management”. 

On March 3 and 4, 1960, the 
assistant director of the Manage- 
ment Institute, William P. Stil- 
well, an experienced discussion 
leader will present “Directing the 
Materials Management Depart- 
ment”; Kenneth Block, partner 
A. T. Kearney & Co., Chicago, 


The materials management conference sessions at the University of Wis- 
consin will be set up to encourage audience participation. Much of the ben- 
efit of these courses will come from informal give and take among P.A.’s 


and instructors. 


64 


will lead a discussion of “Coor- 
dination and Control—Key Areas 
of Materials Management” on 
April 7 and 8; and John Walter, 
manager-materials, television re- 
ceiver department, General Elec- 
tric Company, will cover “The 
Purchasing Agent and Materials 
Manager” on May 5 and 6. 


Series 11 Years Old 


The management conferences 
on purchasing techniques were 
begun April 1948 as a three-day 
program. Those attending were 
enthusiastic about the meetings 
but found it difficult to attend. To 
make it easier, the conference 
series was made into six one day 
meetings and presented in 1950- 
51. Now the programs have 
proven to be so successful that 
duplicate sessions are scheduled 
to accommodate everyone. 

Regular meetings between the 
Management Institute staff and 
the Education Committee of the 
Milwaukee Association of Pur- 
chasing Agents have helped 
change the emphasis in the pro- 
grams from the functions of the 
purchasing agent to purchasing 
management. This follows the 
trend in recent years and, at the 
same time, anticipates purchas- 
ing’s educational needs of the 
future. 

Growth of the institute has been 
tremendous since 1944, when the 
government asked the university 
to set up a training program for 
badly-needed production super- 
visors in war plants. In 1944-45, 
23 programs were presented. And 
in 1957-58, 140 were given. At- 
tendance grew from 386 in 1944-45 
to 5519 in 1957-58. 


Held in Special Building 


The new Wisconsin Center 
building on the campus in Madi- 
son is the site of all conferences. 
It is specially designed for such 
meetings with complete facilities 
such as a cafeteria and workrooms 
for audience participation. 

The fee for the entire program 
of six conferences is $90 or $18 
per day for individual confer- 
ences—including a_ post-confer- 
ence summary. Further informa- 
tion can be obtained from the 
Management Institute, University 
of Wisconsin Extension Division, 
P.O. Box 2098, Madison 5, Wis- 
consin, 
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Check your skill in tap selection with this 


HY-PRO “TAP-nology’’ TEST 


NICKEL-IRON PART 


Tap through hole with #0-80 tap in missile part 
made of extremely tough and abrasive 50% 
nickel — 50% iron alloy. Machine tapping. 


Which tap would you choose? 





The HY-PRO #311 tap with Hy-crome finish (left) produced 5.7 times the number of 
holes per tap obtained with the 2 flute plug tap. 


PLASTIC PART 


Tap blind hole with #8-32 tap in extremely 
HSS 2 flute abrasive high-temperature thermosetting plastic. : 
spiral point GH 7 Semi-automatic machine tapping operation. . HSS 5 flute 


bottoming GH 7 bottoming 


Nitride finish | Which tap would you choose? 7 Hordernell finish 


The HY-PRO #510-5 tap with Hardernell finish (right) produced //.3 times the number 
of holes per tap obtained with the 2 flute spiral point tap. 


STEEL STAMPING 


Tap through hole in thin 1020 steel stamping 
with #6-32 tap. Poor alignment of tap with hole. 
Finished hole must be burr-free. High produc- 


HSS no flute tion semi-automatic operation. 


HSS 3 flute 
spiral point GH 3 


Which tap would you choose? plug point GH 3 


The no flute spiral point tap. HY-PRO #315 with ferrox finish ( left ) produced up to 
12.4 times as many holes per tap as the 3 flute plug point tap. 


Call your local 


If you picked the wrong taps, don’t be surprised. Most tap users 
HY-PRO DISTRIBUTOR 


make similar errors, without realizing it, when they buy taps by 
“habit,” instead of by comparative performance. 

These examples show how much it pays you to be right about 
taps. Selection today takes more tap knowledge than ever, with so 
many new metals, alloys, and plastics in industrial use. 

To make sure your “tap-nology” is up to the minute, consult 
HY-PRO tap engineering specialists. It costs nothing, and records 
prove it is often the first step to big savings. Write: Dept. F. 


for standard taps 
FROM STOCK 


HY-PRO TOOL COMPANY 


DIVISION OF CONTINENTAL SCREW CO. 
ooo oO 0O0 0O 000 00000000 
NEW BEDFORD, MASS., U.S.A. 
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EVERY TIME 
YOU BUY 
THIS 
BRUSH... 
YOUR 
OWN 
GOOD 
JUDGEMENT 


Today’s industrial buyer is a special kind 
of exper‘. His job: spot and buy genuine 
value down the line—big purchase or 
small. And when it comes to brushes— 
both the men who buy and the men who 
use them agree on Osborn. 


e The right Osborn Maintenance 
Brushes, for instance, help your 
crew do plant cleanup jobs—sweep- 
ing, dusting, washing or scrubbing 
—faster...more thoroughly... 
at lower cost. 


So to save buying time . . . to cut buying 
costs... to get built-in value automatically 
everytime—make Osborn your brand for 
all industrial brushes. Choose from a 
complete line of superior: 

¢ Power brushes 

e Paint and Varnish brushes 

e Maintenance brushes 


Full details in the new Osborn 112-page 
Catalog. Write for your free copy. The 
Osborn Manufacturing Company, Dept. 
U-47, Cleveland 14, Ohio. 


SHOWS a oe 


POWER, PAINT AND MAINTENANCE BRUSHES * BRUSHING METHODS 
8 BRUSHING MACHINES » FOUNDRY PRODUCTION MACHINERY 
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Washington, D. C. 
Group Installs Officers 


John J. Rooney of Melpar, Inc. 
was recently installed as the new 
president of the Purchasing 
Agents Association of Washing- 
ton, D.C. 


John Rooney, Melpar, Inc., president 
of Washington, D. C. Association. 


The outgoing president, Dalton - 
A. Cook of the Mayflower Hotel 
is the new national director. 
George Frediani, former presi- 
dent, installed the new officers 
with Edwin S. Mitchell, a mem- 
ber of the board of directors, 
acting as master of ceremonies. 

New officers installed along 
with Mr, Rooney and Mr. Cook 
were: Alvin M. Sebastian, first 
vice president; Walter M. Prich- 
ard, second vice president; John 
W. Bobbitt, secretary; Catherine 
L. Hesse, financial secretary; 
William F. Curtin, treasurer; and 
John Chandler, assistant treas- 
urer. 


Commodity Panel 
Discussion At 
Central New York 


The last meeting of the year at 
the Purchasing Agents Associa- 
tion of Syracuse and Central 
New York was devoted to a pro- 
gram arranged by the Commo- 
dity Committee. 

A panel of experts was avail- 
able for questions from floor. Each 
specialist first gave a short talk 
on his subject and then invited 
the membership to ask ques- 
tions. The question period after 
each topic was quite lively and 
spirited. 
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The specialists were: Joseph 
L. Hart, B. F. Goodrich Indus- 
trial Products Co. speaking on 
rubber; Max Riepel, Drennan 
Steel Products on hardware; 
Harold E. Torrell, Syracuse Sup- 
ply Co., on mill supplies; and 
John J. Lennon, Jr., U. S. Steel 
Corporation on steel. 


N.A.P.A. Appointments 


President T. O. English has an- 
nounced the appointment of A. 
G. Ruediger, Carrier Corpora- 
tion, Syracuse, N. Y. as chair- 
man of the National Committee 
on Steel, Mr. Ruediger replaces 
T. W. Russell who has served as 
chairman since 1956. 

oa 2 

The National Committe on Fuel 
Oil, through its chairman, Frank 
J. D’Antonio, has announced the 
appointment of John J. Fox, 
Nazareth Cement Co., Nazareth, 
Penna., as a member of the Re- 
gion No. 2—Seaboard Area— Na- 
tional Committee on Fuel Oil. 

e * 

George A. Fadler, director of 
purchases, Westinghouse Electric 
Corporation, Pittsburgh, Penna., 
has been appointed a member of 
the National Committee on Steel 
by National Chairman A. G. Rue 
diger. Mr. Fadler replaces A. M. 
Kennedy, Jr. 


Central Iowa Scholarship 
Awarded to New Yorker 


The $2500 graduate fellowship 
created at Drake University by 
the Purchasing Agents Associa- 
tion of Central Iowa has been 
awarded to Harry W. Gsell of 
Endicott, N. Y. 

First recipient of the scholar- 
ship, Gsell will begin study to- 
ward a master of arts degree in 
economics, 

Mr. Gsell has been employed by 
I.B.M in Endicott for three years, 
working in the value analysis sec- 
tion of the purchasing depart- 
ment. 

The fellowship provides $1250 
for the first semester of study. If 
the recipient achieves a “B” or 
better average in this semester, a 
second $1250 will be awarded for 
a second semester of study. 
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Whatever Your Field 
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for Stampings with the Plus 


ELECTRICAL HEATING—COOLING 
ELECTRONIC —_ : 
PHOTOGRAPHIC Ee 














HARDWARE 
AUTOMOTIVE 
AIRCRAFT 

2 


S YS > > 
>= 
DE-STA-CO—stampings since 4 eS 


1915—today THE name in 
toggle clamps 


De-Sta-Co has been recognized for over 
25 years for its leadership in the field of 
production clamping devices. Today, our 
engineers are creating improved and special 
toggle clamps to meet your specialized 
production problems in every field. Over 130 
models, types and sizes, stocking distributors 
everywhere. Send for catalog. 








a 
we 


Our range of stamping production has made De-Sta-Co known as 
an important source from coast to coast. We’re regular suppliers 
to the most widely diverse industries—electrical, electronic, 
photographic—refrigeration, heating and ventilating—hardware, 
automotive, aircraft. All of these require top quality—and we take 
off our hats to none—but in addition to quality they want De-Sta- 
Co’s other pluses: service, integrity, modern equipment, second 
operation facilities, ample inventories of all common and many 
unusual materials. Our know-how is as extensive as you'll find 
in the business and the big pluses we give you gratis! 

Next time, check with De-Sta-Co for stampings, prices and 
PLUSES! Prints, samples or detailed letter will get you fast 
results. Qualified representatives from coast to coast. Write for 
the name of the De-Sta-Co man in your area. 


De-Sta-Co is widely known for toggle clamps, stamp- 
ings, precision washers, spacers, shims, shim and 
feeler stock, blower housings and marine specialties. 


onvaimatons oF BarRorr STAMPING COMPANY. 


Pee ye Rial th ae Ma oe 6 3 
pRooUcTiON MIDLAND AVENUE ¢ DETROIT 3, MICHIGAN 
Da nade . 
CLAMPING abe 











KNOW HOW 


SP 


SODIUM SILICATES 
CAN SERVE YOU? 


{ >) Phitudelphia Quart: Company Philadelphia 6, Pa. 


This bulletin puts valuable 
facts about sodium and potas- 
sium silicates at your finger 
tips. It reviews the physical 
and chemical properties of PQ 
silicates that are useful in nu- 
merous processes in such in- 
dustries as soaps and deter- 
gents...paper and paperboard 

. refractories ¢ oil « textiles 
laundry * mining * ceramics 
metal * construction. 


Request a free copy of bulletin 
#17-1, PQ Soluble Silicates. 


“PHILADELPHIA QUARTZ COMPANY 
1033 Public Ledger Bldg., Philadelphia 6, Pa. 


ray) PQ SOLUBLE SILICATES 


Associates: Philadelphia Quartz Co. of Calif. 
Berkeley & Los Angeles, Calif. ; Tacoma, Wash. ; 
National Silicates Limited, Toronto, Canada 
PO PLANTS: ANDERSON, IND.; BALTIMORE, MD.; BUFFALO, 


N.Y.; CHESTER, PA.; JEFFERSONVILLE, IND.; KANSAS CITY, 
KANSAS; RAHWAY, N.J.; ST. LOUIS, MO.; UTICA, ILL. 
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Stress Public Relations 


At Lehigh Valley Meeting 


Speaker of the evening at a 
recent meeting of the Purchasing 
Agents Association of the Le- 
high Valley was Mark B. Eu- 
banks, Jr., director of purchasing 
and transportation for Riegel 
Textile Corp. Mr. Eubanks who 
is now serving as chairman of 
public relations for the 7th Dis- 
trict of N.A.P.A. spoke on the 
subject, “Public Relations Tri- 
angle.” 

Mr. Eubanks said, “The pur- 
chasing agent has a tremendous 
public relations responsibility, 
and an opportunity to fulfill that 
responsibility by its treatment of 
the salesman who calls on us. 

“To me, the deeds and actions 
of all purchasing departments are 
of the utmost importance to all 
businesses, be they small or large. 
Developing sound friendly rela- 
tions in business is one of our 
greatest assets. Though it cannot 
be measured in dollars and cents, 
we know it pays tremendous divi- 
dends. 

“Good will is the aim of good 
public relations, and good will 
stems from right thinking and 
acting, and from true and sincere 
talk. Today’s profits are yester- 
day’s good will.” 


News 


Plan Value Analysis 
Training Seminar 


A value analysis training semi- 
nar will be held this fall by Value 
Analysts, Inc., consultants in the 
theory and practice of VA. 

The seminar is designed to pro- 
vide for representatives of com- 
panies the philosophy in applying 
value analysis techniques to their 
own products. Instructors will be 
the organizers of Value Analysis, 
Inc.—J. K. Fowlkes and Howard 
L. Leslie. Both are former mem- 
bers of the General Electric value 
analysis team. 

Information concerning loca- 
tion, dates, and fees for the 
seminar are available from Value 
Analysis, Inc., 502 State St., 
Schenectady 5, N.Y. 





you can rely on 
SCHEDULES 
when you order 
gray or alloyed iron 
CASTINGS 

from 

DECATUR 
Casting Co. 
Decatur, Indiana 


Phone 3-2700 
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% 
for Profit! 
Specify Chicago Molded 


This transfer molded part is one of 10 
Tormat memory blocks in the Seeburg Selec- 
tomatic 200 phonograph. The Chicago 
Molded body involves closest tolerances at 
10 key spots on each side of the blocks. Fine 
detail and dimensional stability, good dielec- 
tric properties and high moisture resistance 
are also required. CMPC is producing thou- 
sands of the unit from an 8-cavity mold. You 
can Purchase For Profit, too . . . specify: 


CHICAGO MOLDED 
PRODUCTS CORPORATION 
1028 North Kolmar, Chicago 51, Ill. 


PURCHASING 





Mistakes in Purchasing 
(Continued from page 52) 


misrepresentation, or trickery the 
injured party may escape the con- 
tract even though he signed it. 
Also, the injured party must have 
had time to read the contract. If 
the contract is signed under a 
compelling emergency such that 
no reasonable opportunity to read 
it was presented, the court will 
not hold a party to a provision he 
did not know existed. Notwith- 
standing these two exceptions, 
which are rather difficult to prove, 
purchasing agents should remem- 
ber that where a quotation or 
purchase order is free of ambig- 
uity and easily understood, it 
cannot be voided on the grounds 
that the terms are at variance 
with the intentions of one of the 
parties. 

As a general rule the misunder- 
standing by one of the parties 
of technical trade terms used in 
a contract does not affect the 
rights of the other parties. 

If you send an order to a com- 
pany you are accustomed to doing 


business with, and a successor to 
your old supplier fills the order, 
are you obligated under the con- 
tract? No, not unless you receive 
and use the goods. There is no 
valid contract of sale where a per- 
son contracts for the purchase or 
sale of property with another, be- 
lieving him to be one with whom 
he intended to contract, when as a 
matter of fact he is another per- 
son or company. Where, however, 
there is no mistake as to the par- 
ties, a mere mistake in the name 
of one of them does not affect his 
identification or the validity of 
the contract. 

Suppose you wire several sup- 
pliers for bids on a pump. One of 
the quotations received by wire 
is under the others so you accept 
the offer. Later, the vendor whose 
order you accepted notifies you 
that the telegraph company has 
made an error in transmitting the 
wire and that a higher price would 
apply. Can you hold him to the 
original quoted price you received 
by wire? This question cannot be 
answered categorically. Cases in 
Georgia, Maine and Ohio have 


held that a mistake by a tele- 
graph company, accepted by the 
buyer in good faith, is a binding 
contract. This is based on the 
principle that the sender is re- 
sponsible for the correct trans- 
mission of the message. Contrar- 
ily, cases in North Carolina and 
Kentucky have held that the send- 
er is not responsible for the cor- 
rect transmission of the message 
and, therefore, there is no con- 
tract to which the sender is bound 
if the price or terms transmitted 
are different from those left with 
the telegraph company. 

If a representative of Ajax 
Company extends you an offer he 
has received by wire from his 
company which you accept, the 
contract is binding even though 
there was a mistake in the tele- 
gram from the principal to the 
agent. This rule seems to hold 
good in virtually all jurisdictions. 

Where an offer as transmitted 
by a telegraph company is un- 
intelligible in some words the re- 
ceiver is obligated to ascertain the 
seller’s true meaning and intent 
before accepting it. 





AtP-I-E... 
Where People 
Spell the Difference! 


® 
for Profit! 
Specify Chicago Molded 


Linear polyethylene replaces brass in this 
deep-well pump component injection molded 
by Chicago Molded for Red Jacket Manu- 
facturing Co. By applying the right plastic 
material and molding method, CMPC solved 
a long-standing corrosion problem and im- 
proved pump efficiency. Cost—a fraction that 
of brass with finishing eliminated. By any 
measure of value analysis, this is purchasing 
for profit! Your part cost problems are our 
business—call, specify: 


CHICAGO MOLDED 
PRODUCTS CORPORATION 


1028 North Kolmar, Chicago 51, Ill. 


Auvcust 31, 1959 





He has a fleet in the palm of his hand to 
Take a Big Load off Your Mind 


As Commodore of the Pick-up Fleet, P-I-E’s City Dispatcher 
knows the exact location of every truck—every hour. Your call 
comes in—he radios the driver nearest your plant to take the 
load off your mind. No lost time—no lost motion. P-I-E has the 
latest electronic equipment to direct the fleet but it takes more 
than that—it takes men—keen men like Bill Patt in Chicago. 

At P-I-E... people spell the difference! 


MINALS G OFFICES 
BLDG., 14TH G CLAY STREE F : KLA 4, CAL RNIA 


PACIFIC INTERMOUNTAIN EXPRESS 


PeleE Delivers the Goods...in good shape...in good time! 
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MACHINE 
WORK & 
SPECIAL 
MACHINE 
BUILDING 


We have large, medium and small machine 
tools available for machine work and the 
building of special machinery. 


We will be pleased to receive your inquiries. 


SUN SHIP 


BUILDING & DRYDOCK COMPANY 
CHESTER, PA. 
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ADAMS GEARS 


are made exactly to 


The ADAMS line— 


Spur Gears 

Helical Gears 

Bevel and Miter Gears 
(Straight or Coniflex) 
Worms and Worm 
Gears 

Internal Gears 

(Spur or Helical) 
Sprockets 

Ratchets 

Racks 

Splined Shafts 
(Parallel key or 
involute) 

Lead & Feed Screws 
Shaved Tooth Gears 
(Spur or Helical) 
Ground Thread Worms 


your specifications 


We will submit 
a prompt quotation on the quantities 
Write to The Adams Com- 
1942 Byer St., 


Please send prints. 


you specify. 


pany, lowa 


Dubuque, 











The ADAMS Company 


Dubuque, lowa, U. S. A. 


ESTABLISHED 1883 





Gears made to your 
exact specifications 
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MODEL 
AN 


THE LITTLE PORTABLE TOOL 


THAT NIBBLES AWAY AT 


BIG METAL 
CUTTING JOBS 


a —- stainless steel of 10 gauge, an impact pressure of 4218 


. inch is required. The FENWAY — AN 
. proof 


sq 
NIBBLER shown does this with a wide range of safety . 
of its ruggedness and durability. 


This is just one in a line of five air powered or electric nibblers that 
cuts copper, brass, aluminum, 10 gauge steel, 8 gauge mild steel, 
corrugated sheeting, tough pitch or asbestos coated corrugated steel. 


Light weight (8-13 pounds); versatile, proved in critical operations, 
minimum maintenance required, unconditionally guaranteed, 


WRITE TODAY FOR FREE DEMONSTRATION 


FENWAY MACHINE CO., INC., 
3107 N. Broad St., Phila. 32, Pa. 
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POLYETHYLENE 


miracle tape 


GRIPS BEST 


on Plastic Film « Paper « Metal « Smooth Lumber 





Ideal way to secure 
Spare parts.to any product 


* Waterproof + Handles easily 


* Sticks fast * Won't shrink, = RING 
dry out or crack ~ 


* Doesn't get brittle 
GERING PLASTICS 


division of STUDEBAKER-PACKARD CORP. 
Kenilworth, N. J. 
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Send for sample 
and complete information today! 


PuRCHASING 





asttt 
port sh 4 407 ° 


bec Co cee, 
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55 hose types to 
meet your needs 


There is an Aeroquip Hose Line for every industrial 
.. for all fluids . 


temperatures .. . for high or low pressures. 


application . . . for hotor cold 
Any Aeroquip Distributor, listed in your yellow page 
directory, knows which hose line is best for you. 
And you can be sure it will be TOPS in quality. 


PN -<ole)t)| Miele) 420) F-aile), mer Ne. Sle), mie lic7 A 


Industrial Division, Van Wert, Ohio © Western Division, Burbank, Cal. 
Aeroquip (Canada) Ltd., Toronto 19, Ontario 
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To Your DESIGN 

SPECIFICATIONS - 

From the Hand of the 
J oT Ted F- 1 i) ae 


ERIE 


Bolts » Studs * Cap Screws + Nuts 


in Alloys + Stainless » Carbon + Bronze 


Experienced hands . . . expert hands . . . hands 
grown competent by the finest of precision work 
since 1913. These are the hands of our specialists 
who meet your design and engineering specifica- 
tions. Special and Standard Erie fasteners to meet 
the rigors of extreme temperatures, corrosion, 
tensile, fatigue, impact and shear stresses are 
serving widely diverse industries the world over. 
We work to Government and National specs and 
to special applications as well. Send your speci- 
fications to us, confident of the finished precision 
fasteners you expect. 


A SUBSIDIARY OF 


PEPULBLIC INDUSTRIAL 
CORPORATION 


ERIE BOLT & NUT CO. 
Erie, Pennsylvania 
Representatives In Principal Cities 
For More Information Write No. 207 on Inquiry Card—Page 32 





Employment Service 





Experience: Five years purchasing 
agent with national manufacturer. 
Purchased MRO, office equipment met- 
als, chemicals and factory equipment. 
Have stockroom control, cost account- 
ing and factory payroll experience. 
Education: One year business college: 
accounting and business management. 
Prefer: Southwest: Oklahoma, Texas, 
New Mexico, Arizona. 

Write: Box 436 


Experience: three and one-half years 
purchasing agent and seven years buy- 
er electronic industry. 25 years busi- 
ness experience—knowledge of ware- 
housing, materials control, production 
control, forms, methods. 

Education: 3 years college—Liberal 
Arts—one year business organization 
and management. 

Will relocate. 

Write: Box 437 


Experience: Eight years industrial pro- 
curement with large multi-plant corpo- 
ration. Broad knowledge of materials: 
both MRO and construction. Proven 
ability to streamline procurement func- 
tion with efficient procedures. Devel- 
oped inventory control to reduce in- 
ventory and minimize shortages. Able 
to work with top management on down. 
Cost conscious. 

Education: B.S. industrial mechanical 
engineering. 

Prefer: Midwest. 

Write: Box 438 


Experience: Four years purchasing ex- 
perience hardware, chemicals & build- 
ing industrial materials. Ten years 
controller—accounting department of 
construction and textile firms. Heavy 
manufacturing and cost experience. 
Handled contract negotiations. 
Education: B.C.S. Bus. Adm.—account- 
ing major. 

Prefer: metropolitan New York and 
vicinity. 

Write: Box 439 


72 





CITY PURCHASING AGENT 
DECATUR, ILLINOIS 


Applicants must have high 
school education plus seven 
years purchasing experience 
or the equivalent in years of 
experience and a college edu- 
cation in business administra- 
tion, engineering, science or 
economics. Position repre- 
sents an opportunity because 
the City of Decatur did not 
previously have centralized 
purchasing. Salary is open. 
For further information con- 
tact: City Clerk, City of De- 
catur, Decatur, Illinois. 











Experiene: Ten years purchasing 
agent for medium sized manufacturer 
of tools, dies, metal stamping and as- 
semblies. Familiar with handling prime 
contracts for Navy items. Experienced 
in cost reduction, expediting and pro- 
duction scheduling. 

Education: B.S. degree in mechanical 
engineering—also special courses in 
allied fields. 

Prefer: Mid-west. 

Write: Box 441 





Listings in this department 
are offered without charge. 
Both purchasing department 
personnel interested in chang- 
ing jobs and employers in 
search of replacements or ad- 
ditions to their departments 
may take advantage of this 
service. When writing, speci- 
fy whether you want the 
applicant’s form or the em- 
ployer’s form. Address ll 
correspondence—whether for 
forms, or in answer to an em- 
ployment advertisement, to: 
Box No., Employment Service 
Department, PURCHASING 
Magazine, 205 East 42nd 
Street, New York 17, New 
York. 











Experience: Eight years chief, procure- 
ment group, senior buyer, buyer of 
electro-mechanical, electronic compo- 
nents, ordnance, microwave, hydraulic 
and pneumatic systems and compo- 
nents. Contract administration, sub- 
contracts, ASPR regulations, amend- 
ments, government bidding, negotia- 
tions, costs, systems and reports. Strong 
background in raw materials and MRO 
items. Member NAPA. 

Education: Equivalent two years B. A. 
Will relocate. 

Write: Box 442 


Experience: Four years assistant pur- 
chasing agent for oil and gas company. 
Purchasing and expediting of oil-field 
supplies, tubular goods and other items 
related to the oil industry. Invoicing 
and perpetual inventory control of ma- 
terials. Six years material accounting, 
field audit, physical inventory of plants, 
warehouse, pipe stocks, well and lease 
equipment. 

Education: B.B. A. in bus. adm. 
Prefer: Houston or Gulf Coast Area. 
Write: Box 443 


Experience: Five years purchasing en- 
gineer responsible for forgings, diecast- 
ings, stampings, fasteners, plastics, and 
rubber products. Acted as liaison with 
research, engineering, production, and 
sales departments. Experienced in pro- 
curement, expediting, and value analy- 
sis. Ability to meet, correspond, and 
negotiate favorably with vendors. 
Knowledge of inventory control, sched- 
uling, traffic, inspection, and quality 
control. 

Education: B. S.—engineering. 

Prefer: Western US. and Calif. 
Write: Box 444 


Experience: Seven years experience 
buying industrial chemicals and pig- 
ments, MRO items, and machinery for 
large manufacturing operation. Or- 
ganized purchasing department and 
established strict procedures and con- 
trols. Experience in related areas of 
cost control, material handling and 
traffic. 

Education: B.A.—major in Bus. Adm. 
Will relocate. 

Write: Box 445 
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Need a special 
industrial wire cloth? 


ORDER FROM CYCLONE ! 


Whatever your need for industrial cloth, 
you'll get it when you order from Cyclone. 
There are literally thousands of different 
cloths available to meet almost any possi- 
ble need. USS Cyclone Industrial Cloth is 
woven in plain steel, painted steel, hot or 
electro galvanized steel, Amgal steel, 
(galvanized before weaving) and in stain- 
less steel, aluminum, commercial bronze 
and plastic coated steel. Mesh sizes from 
34,” opening to 24 wires per inch. Warp 
and shoot wires can be varied to provide 
rectangular openings or panel and rib 
weaves. Wires gauges range from 14 to 36. 

Cyclone Fence manufactures USS Cy- 
clone Industrial Cloth at a large plant at 
De Kalb, Illinois. Eighty-five sales offices 
in principal cities are set up to handle your 
order and answer your questions. For 
complete descriptive literature on USS 
Cyclone Industrial Cloth, write today to 
Cyclone Fence, American Steel & Wire, 
Dept. Z-89, 614 Superior Ave., N.W., Cleve- 
land 13, Ohio. 


USS and Cyclone are registered trademarks. 


Cyclone Fence Dept. 
American Steel & Wire 
Division of 

United States Steel 


Manufactured at De Kalb, Wlinois . Sales Offices Coast to Coast 
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YOU R ‘nck: 
TRUCK 


BATTERY 





Exide Industrial Division, The Electric Storage Battery Company, Philadelphia 20, Pa. 





Electric Truck Annual Savings 


over gas trucks 


L. wee BUR al 
FUTURE 











Why miss out on these economies? See how electric truck savings have grown since 1940. You could 
be saving money right now. And if this trend continues, you can save more every year in the future. 


EASE THE PROFIT SQUEEZE 


Electric Truck Economy Over Gas Keeps Growing and Growing 


Even way back in 1940, Exide-battery- 
powered industrial trucks were roughly 
30°;, more economical than gas-powered 
trucks. Today they’re roughly twice as 
economical. And the trend suggests still 
greater economy in the future. 


Inflation has driven the cost of most 
things up sharply. But in the field of 
materials handling, it has actually fa- 
vored electric industrial trucks. Examine 
the three main ingredients of industrial 
truck cost: fuel, maintenance and 
depreciation. 


The ingredients of truck cost 


The cost of gasoline has gone up about 
80°; since 1940. But the cost of battery 
power is still at about the same level. 
This is partly because the cost of elec- 
tricity itself has actually decreased. And 
new batteries and chargers give you 
more capacity and life per dollar of cost. 


Maintenance labor rates and parts prices 
have gone up for both types of trucks. 
But electric trucks need less than half the 
maintenance that gas trucks do. Depre- 
ciation has always been lower for electric 
trucks and still is. This is the result of 
longer useful truck life—estimated to 
be from 2 to 3 times as great as that of 
gas trucks. 


New batteries mean improved 
performance 

Today’s electric industrial trucks not 
only offer greater relative economy than 
ever before, but also the highest per- 
formance ever. The combination of ad- 
vantages makes them today’s best mate- 
rials handling bargain. Two years ago 
Exide introduced new improved truck 
batteries that pack more power into the 
same space and offer longer life of 
service. This means that every truck 


New batteries .. . 


can carry more power capacity for 
longer work shifts, longer runs, and 
higher productivity. 


Typical savings 


Records of thousands of trucks in a wide 
variety of typical applications indicate 
that average economies for electric trucks 
total up to $1500 per truck per year as 
compared with gas-powered trucks. Why 
don’t you help your company “ease the 
profit squeeze” by putting electric trucks 
to work saving you money right now. 
Exide’s plan for leasing batteries and 
chargers makes it possible to switch 
with a nominal capital investment. 


For data that will assist you in analyzing 
your own operating costs, write for free 
copy of 14-page Form 6262 


new chargers. Get the complete 


Exide power package. 50 years of constant improve- 
ment have gone into today’s Exide-Ironclad Battery. 
New materials and advanced construction give it more 
power and longer life potential than ever. New vertical 


chargers save 


2. floor area mounting space. Mainte- 


nance is easier and less costly. Get both battery and 
charger from Exide. Save both ways. 


For details on the new Exide-lronciad ? ® 
Batteries, write for a copy of 
B-page illustrated Brochure 6230 


For More Information Write No. 209 on Inquiry Card—Page 32 
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FACTS ON 


FASTENERS 


Com ele) els 


laifeleol-lam-t-\ diate f— 


@ Fastener value-analysis shows 
big dollar savings 


@ Quality improved at same time 


If you know what to look for, there 
are sizable savings to be found in 
standard fasteners. See what hap- 
pened when the RB&W Fastener 
Man analyzed fastener usage: 
Shown the merits of high strength 
bolts, a company standardized on 
them exclusively, saved $12,000 the 
first year, $28,000 the next. 
Showing a manufacturer how to 
substitute high strength bolts for 
heavy head milled bolts, the RB&W 
Fastener Man pointed to a $4,500 
annual saving on this item alone. 
At a plant with 23,000 different 
fastener items in inventory, more 
than half were eliminated...cutting 
costs from buying to assembly. 
Where special fasteners were used 
in heavy equipment, substituting 
cap screws offered $13,000 saving 
on a production run of 500 units 


So it goes. Using high carbon cap 
screws where costlier socket screws 
are not really needed . .. cap screws 
for studs and nuts in certain appli- 
cations... replacing machined parts 
with cold headed pieces... there are 
plenty of ways to economize. 

Take a look at your own fastener 
usage through the eyes of an RB&W 
Fastener Man. Contact Russell, 
Burdsall & Ward Bolt and Nut Com- 
pany, Port Chester, New York. 


115th year 


OG 


Plants at: Port Chester, N. Y.; Coraopolis, Pa.; 
Rock Falls, Ill.; Los Angeles, Calif. Additional 
sales offices at: Ardmore (Phila.), Pa.; Pittsburgh; 
Detroit; Chicago; Dallas; San Francisco, Sales 
agents at: Milwaukee; New Orleans; Denver; Fargo. 
Distributors from coast to coast. 





HEX and HEX: 
a major step 
in fastener 
simplification 


Under the new, RB&W Hex and 
Hex program, one hex head bolt 
and hex nut consolidates the best 
features of four other frequently 
used fastening units, all of which 
are intended to do the same job. 


Simplifies inventory, speeds turnover. 
Streamlines ordering, stocking and 
usage. 





Improves quality and 
appearance in the 
popular size range. 
In heading hex bolts, 
flow lines in the steel ———_ 
are distorted less 

than in square bolts. ie a 
Strength is greater, 

tolerances closer. * 
Hex heads are more 
attractive, too. 


improved 
appearance 











Cuts weight, reducing handling costs. 
For example, 1,000 Hex and Hex 
units in the 4%” x 2” size weigh 25 lbs 
less than comparable square head 
bolts and square nuts. 





wrench takes hold faster 








— — 
= 


proper seating on either i 











Speeds assembly. Hex permits faster, 
easier wrenching. Double chamfered 
hex nuts allow correct assembly from 
either side. 


Cost no more than square head bolts 
and square nuts. Yet, look at the ad- 
vantages. Ask the RB&W Man about 
it. Or, write for Bulletin HH-1. 


RB&éWwW FASTENERS—STRONG POINT OF ANY ASSEMBLY 


For More Information Write No. 152 on Inquiry Card—Page 32 





METALITE® 
METALITE Cloth Belts make fast work polishing surfaces of 
ABRASIVE BELTS steel claw hammer heads. 


They are most popular in the metalworking industry because 
they super-perform on a wide range of operations — from rough 
* grinding to polishing fine finishes. Find out how METALITE can 
in seconds! increase your production and lower costs at the same time. 


produce finer finishes 





BEHR-MANNING CoO. 


TROY, NEW YORK 


ABRASIVES 
BEHR-MANNING PRODUCTS: Coated Abrasives * Sharpening Stones * Pressure-Sensitive Tapes 
NORTON PRODUCTS: Abrasives + Grinding Wheels + Grinding Machines + Refractories + Electrochemicals 7) 
In Canada: Behr-Manning (Canada) Ltd., Brantford. For Export. Norton Behr-Manning Overseas Inc, Troy, N.Y., U.S.A 


For More Information Write No. 153 on Inquiry Card—Page 32 








